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MORE BUSHELS...MORE BALES = 


3 front-end styles 


BFO—Norrow duals for row 
crops, reversible for easier han- 
dling on bed rows 

BFS—Single tront wheel for nar- 
tow crops, con be optione! or 


extra for easy change-over 
BEW—Telescoping front axle 
ond steering arms to fit all row 
crops including vegetabi 








‘ 
} Here's the BF Tractor with RC Hi 
Kleerance Quick-on—Quick-of Culti 

votor Equipped with full-tr we 
end qvuick-acting UNI-MATIC POWER 

. a 
. ” * 
=: > + , 
HIGH TORQUE BF TRACTOR *~ °° ™ 
x oe TEAMED WITH MM AVERY MATCHED MACHINES a . 
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Owners get full, flat furrows with the —— , 

MM Avery RX Moidboerd plow —_ . . ~ 

mounted on the BF Tractor. The RX is H . : . 

etiched af the Gent of the twacter Cer ere’s a money making combination that cuts job time, lightens MM Avery Tru-Draft Me th the ne 

better bolonce, better traction wo pays off in real dollars and cents savings. It’s the profit Miracle Mowing action prevents cutter 
building team of an MM Avery High Torque BF Tractor and ber from “riding up 
MM Avery Matched ichines . 


BUILT TO PROVIDE MORE POWER ON LESS FUEL' ~~ 


The High Torque engine of the BF Tractor produces more lug = = 


Better mowing is assured with BF ond 









ging power to do the job easier, at lower cost. This greater twist 
ing force goes to work to handle jobs at lower engine speed, in =. 
higher gear. That means minimum fuel consumption, less we - 










Ss 
~<. n on movir parts : 
- MATCHED MACHINES INSURE PERFORMANCE WITH “TRU-DRAFT” DESIG f 
Here the EB Disc Plow and BF Tractor Gentle is the word for the MM Avery 
' TT. RA Rake. It handles al! crops—from 
big bite out of plowing costs Exclusive automatic leveling of MM Avery Tru-Draft machinery lightest hey te heavy poenuts—fufl- 
One-Point Hitch provides fest coup! offers positive assurance that tools operate at their -set ing crep inte light, airy windrows 
ing, easy handling, evtomotic leveling : : 
depth. Front-mountings and tool-bar hitches along with a fast 
be! new, One-Point Hitch allow ck to-tractor operation for ¢ 
handling and shortest headlands 
These advantages plus genuine M UNI-MATIC hydrauli 
depth control and many other MM Avery quality features spell 
BIG TRACTOR VALUE for the Farmer-businessman 


Quality Control in MM Factories Assures 


Dependable Performance in the Field 
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Minwtarous Movin 





Big jobs ore easy for the powerful \ M | I Ss M re) 4S I N E plonted with the AL Tru-Draft 
BF Tractor. Its tremendous lugging [MODERN MACHINERY | aa Lister Planter Subsoi! opener 
power and speed ranges handle planting beot and covering 


the MM HARVESTOR 69 right in MINNEAPOLIS 1, MINNESOTA hevels ere rigidly mounted 


stride. on lister boom beam 


( Any seed gets o better stort 











Nat’ serves you up 
A package treat, 
For fastener sales 
It can't be beat! 


Net gain to you with “National” 

packaging: 

© Quality inside and out 
“National” fasteners in the 

strong, serviceable * National’ 

package. Dirt and finger marks 

can't show on the glossy surfaces. 


® Double-easy identification, 
faster handling because carton 
labels are color-coded for 
each type of fastener, always 
easy to read. 


* Most complete line 

of fasteners made by any one 
manufacturer, all in the same 
uniformly attractive and 

le gibly labeled pack iges 


“National” products include: HODELL CHAINS— CHESTER HOISTS 





THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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The 


Low-Cost 
Roofing is 
Galvanized Steel 


When you compare galvanized steel 
with other roofing metals on the basis of 
strength you will find a substantial 
difference in cost. Other meta!s must 
be used in relatively thick and « \pensive 
gages to equal the strength and stiffness 


of steel in comparatively light gages 


Or, if you compare galvanized 
steel with other metals in equal 
weights vou will see that steel 


is again priced lower 


Stormproot Roofing is made from 

strong durable steel, either plain ol 
copper bearing, and it is coated 

with Prime Western zinc to give it 
vood corrosion-resistance. It holds snugly 
to any type of rooting construction 

ind VIVES ¢ xcelle nt protection 

in all kinds of weather 

Bethlehem Steel Company, Bethlehem, Pa 
On the Pacihe Coast Bethlehem product 


Beth 
D 


gETHLEHEY 
STEEL 


STORMUPROOF COVERS THE SOUTH 
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These amazing facts point your way 


to bigger housewares profits! 


[ Javerace HOUSEWARES 


| PYREX WARE 


HERE’S HOW TO CASH IN ON THIS 
TREMENDOUS PROFIT POTENTIAL! 


Attention-Winning Displays 

Attract customers with displays of the complete 
line of highlighted PYREX WARE, with descrip- 
tions and prices of all items clearly shown 
PYREX WARE lends itself easily to eye-catching, 
selling displays 


“Best” Traffic Spots 

Give PYREX WARE a “best” traffic location 
Two stores in the survey were doing it and get 
ting ‘wice the sales volume on the fastest-moving 
highest-profit line in their housewares depart 
ment 


Better Stock Control 


Start off with a three-months’ supply of every 
PYREX WARE item, based on past sales. Once 
a month, take a physical inventory and order 
planned sales for three months minus stock on 
hand. This simple procedure will insure you 
against out-of-stock condition. 


Local Advertising 

PYREX WARE is a line with a tremendous profit 
potential, as the figures on this page amply 
prove. Feature it in your local advertising —it 
will pay you big dividends. 




















Initial Retails For Average 
Investment (A.H., $1653; Turnover 
(A, H., $1000; P.W., $1749) (A.H., 3.8; 
P.W., $1000) P.W., 7.5) 


PYREX 








Annval 
Retail Sales 
(A.H., $628); 
P.W., $13,118) 





These figures aren't guesswork — 
they're the results of six months 
of intensive study in nine depart- 
ment stores! 

This chart shows the average oper 
ations in the housewares depart 
ments of nine typical department 
stores as found in normal oper 
ation by the Russell W. Allen Co., 
nationally known retail store 
analysts 

Retail Value of PYREX WARE is 
higher because of greater initial 
markup 


Average Turnover of PYREX 
WARE is higher because it is pur 
chased exclusively through stra 
tegically located PYREX WARE 
distributors set up to provide 
prompt service 


Per Cent Profit of PYREX WARE is 
higher because of negligible mark- 
downs and no workroom costs 


[ Javerace HOUSEWARES 


PYREX WARE 








Average Average Actual 
Per Cent Profit Dollar Profit 

(A.H., 1.0; (A.H., $62.81; 

P.W., 9.3) P.W., $1228) 


WARE RETURNS NEARLY 20 TIMES 
THE ANNUAL DOLLAR PROFIT YOU CAN GET 
FROM AVERAGE HOUSEWARES MERCHANDISE! 


bivision, conning, wx. P TREX WARE a product of 
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1951 LISTING 


ALABAMA 
Birmingham—Moore-Handiey Hdwe 


Mobile—McGowin-Lyons Hdwe. & Supp 
Mobile—Moore-Handley Hdwe. Co., Inc 


ARIZONA 
Phoenia—Arizona Hdwe 
Phoenix —Momson-Dunnegon-Ryan Co 


ARKANSAS 
Smith—Berry Dry Goods Co 
Hot Springs—*. C. Stearns Hdwe., inc 
Little Rock—Berry Dry Goods Co 
Little Rock—Fones Bros. Hdwe. Co 
Little Rock—tittle Rock Wholesole Co 
Texarkano—Buhrman-Phorr Hdwe Co 


CALIFORNIA 
Fresmo—Thomson-Diggs Co. (Br.) 
Long Beach—American Whise. Hdwe. Co 
Los Angeles—-California Hdwe. Co 
Los Angeles—Genera! Merchandise Corp 
Los Angeles—M. Seller Co 
Los Angeles—Union Hdwe. & Metal Co 
Inve 
Los Angeles— Wesco Merchandise Co 
Oat land—Skaggs-Stone Whise > 
Soc’ amento—Thomson-Diggs Co 
Sor Diego— Western Metal Supply Cc 
Sar Francisco—Boker & Hamilton 
Son Francisco—Dunham Carrigan & 
Moyden 
Son Francisco—€vers Dist. Co 
Son Francisco—Rawson Whise Drug 


COLORADO 
Morey Mercantile Cc 
The Merchonts Service Co 
junction—Salt Lake Hdwe. Cc 


Holmes Hdwe. Co., inc 


CONNECTICUT 
Bridgeport—Smith Comstock 
— Harttord—Robinson y Prod 
” chtmon Hdwe. ( 
New Hoven—Bronson & Townsend 


New Hoven—A. L. Schneider ( 


DISTRICT OF COLUMBIA 
Washington, D. C Doubleday - 
Flect 
Washington, D. C.—Moy Hdwe 


FLORIDA 
chsonville—Florida Hdwe 
ie—The S. 8. Hubbord Co 
snk T. Budge Co 


Beck & Gregg Hdwe 
Shorp Horsey Hdwe. Cc 
con—Peeler Hdwe. ( 


IDAHO 

se—Doavis Supply Co 
Bonse—idoho Hdwe. & Plumbing, Utd 

Boise—Salt Loke Hdwe 


(LLUINOIS 
go—™M. Block & Son 
hicago—Butler Bros 
hicago—Herst-Allen Co 
Chicago—A. C. McClurg & Co 
hicago—Robinson Clay Prod. Co 
Danville—Conron, inc 
Decotur—Morehouse & Wells 
Evanston—Hibbard Spencer & Bartlett 
Peorio—tsooc Walker Hdwe. Co 


INDIANA 
Evansville—Ohio Valley Hdwe & Roofing 
Ft. Woyne—Woyne Hdwe. Co 
Indionapolis—Capitol Wholesolers 
Indionapolis—Robinson Clay Prod. Co 
Indianapolis—Van Comp Hdwe. & Iron Co 
Richmond—Miller Bros. Hdwe Co 
South Bend— Wayne Hdwe. Co 


tOWA 


Burlington—Drake Hdwe. Co 
Cedor Rapids—Horper Mcintyre Co 
Des Moines—Brown Comp Hdwe. Co. 


| 256 Authorized PYREX WARE Distributors in 157 Cities 
| offer you local delivery advantages anywhere in the U. S. 


Des Moines—iuthe Hdwe. Co 

Des Moines—Roack Service, Inc. (Rock 
Ottumwo—Horper Mcintyre Co 
Ottumwo—How Hdwe 

Siovx City—Knapp & Spencer 

W aterloo—Cutier Hdwe. Co 


KANSAS 
Atchinson—Blish Mize & Sillimon Ndwe 
Hutchinson—Frank Colladay Hdwe. Co 
Solino—lee Hdwe. Co 
Topeko—W. A. L. Thompson Hdwe. Co 
W ichito— Wichita Building Matera! 


KENTUCKY 
Lexington—Von Deren Hdwe. Co 
Lovisville—Belknap Hdwe Mfg. Co 
Lovisville—Strotton & Terstegge Cc 
Lovisville—Peyton's, Inc 


LOUISIANA 

Alexandrio—Brown-Roberts Hdwe. & 
Supply Co., itd 

Baton Rouge—Doherty Hdwe C 
Monroe—Monroe Mdwe. C 
New Orleans—J. C. Morris Co. (Rock 
New Orleans—Emil Schulingkome 
New Orlieans—Staufter-Eshieman ( 
New Orleons—Stratton-Baldwin 
Shreveport—Lee Hdwe Co 


MAINE 
Rice & Miller Co 
Burbonk Dovglos & ¢ 
Portiond—tmery Waterhouse 


MARYLAND 


nde! Rohrer 


MASSACHUSETTS 
m Supply 
Breck & Sons 
tur & Hopk 
n oy ? 
mons Hdwe 
ke—J Russell & 
Boston—Bigelow & C 
8 Supermorket ( 


oston 


MICHIGAN 
—Jennison NHdwe 
Buh! Sons 
Merchants Whise 
Morley Bros 
Gec Wetherbee & 


MISSISSIPPI 


Bros. Hdwe 


MISSOURI 


ames 


nde 
Richards & 
Stowe Hdwe & 
nsos City—Townley Hdwe 
ringfield—Rogers & Baldwin Hdwe 
Joseph— W yeth 
Lovis—Blockwell Weilandy 
Lovis—Butler Bros 
lovis—Ely Walker Dry Goods 
Lovis—Gen. Mercantile & Hdwe 
St. Lovis—Shapleigh Hdwe. Co 
St. Lovis—Witte Hdwe. Corp 
St. Lovis—Redi-Rock Co., Inc. (Rack 


MONTANA 
Billings —Billings Hdwe. Co 
Billings—Kelly-How- Thomson 
Billings—Marshall Wells Co 
Butte—Montono Hdwe. Co 
Great Falls—Montane Hdwe. Co 
Heleno—A. M. Holter Hdwe. Co 
Kolispell—Kalispell Merc. Co 
Missovlo—Missovla Merc. Co 


NEBRASKA 
Hastings—Dutton Lainsor 
Lincolin—Henkie Joyce Hdwe Co 
Omaho—Marks Distributors 
Omaho—Omoho Crockery 
Omahe—Poaaton & Gallagher Co 
Omoho— Wright & Withelmy Co 


NEW HAMPSHIRE 


Monchester Emery Waterhouse 


NEW JERSEY 
Jersey ( —Ch J. Smith & Ce 
Nework—fogle 
Nework—H. Schx 
Paterson—S. Federbush 

NEW MEXICO 
Albuquerque—Jork Hdwe 

New Mex 


NEW YORK 


idwe 


Portiand ~ 
Portiand—M 
Portland—W 


> ury Mdwe 


PENNSYLVANIA 
Allentown € 
Cononsburg 
Erie 


CORNING GLASS WORKS 
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Pittsburgh 
Pittsburgh 
Pittsburgh 
Reading 


Providence 


Aberdeen 


Supplee Biddle Stettz Co 
American Hdwe Supply Co 
Morris Electric Supply 

A. Williams Co 

Bechtel Lutz & Jost Co 
RHODE ISLAND 
Ballou Johnson & Nichols 


SOUTH CAROLINA 


SOUTH DAKOTA 
kson Hdwe. Co 
TENNESSEE 

M. McClung Co 
Kennedy He 


M. McClung Co 
Hdwe 


TEXAS 
Hdwe 


s Whise. of Amariflc 


ke Hdwe 
Patterson Hdwe 
Mer 


ke Hdwe 


WASHINGTON 


eo Hdwe 


elle 
t & Motte 


kima Hdwe 


WEST VIRGINIA 


service Whiise 
Huntington Whise Furn 
ster-Thornburg Hdwe. Co 


WISCONSIN 


Milwovkee 


W avsov 





WHAT HAPPENS when a dealer thinks he can save a few cents by 
purchasing inferior or off-brand marine safety products or when he sells 
this equipment that has little or no backing from a reliable manufacturer? 
Chances are the dealer will be forced to spend more than his original 
“saving” by replacing returned merchandise and loss of customer good-will. 
Then he asks “WHERE'S MY PROFIT?” The only /asting profit comes 
from giving your customers quality you can trust. Tapatco products 


are sold at the lowest prices consistent with the quality of the product. 


Tapat«o 


Here are the many extra features that make it easy and profitable to 
sell Tapatco products. 


J Only pure Java Kapok, luxuriant flotation material is used by Tapatco to make the 
safest most buoyant marine safety products in the world 





National advertising and merchandising, backed by a company reputation for standing 
squarely behind every product 


Uniform colors and materials dyed, pre-shrunk and water-repellent treated in 
Tapatco’s own dye plant. Every order is exactly the same color and there's a wide 


selection to choose from 
Tapatco marine safety products are band stuffed to protect the buoyant properties of 


Kapok. No uneven bulges such as are often formed in ordinary cushions and mats 


Conveniently packaged products simplifies stocking and handling problems. Small 
unit packages keep stock clean — boxes unbroken 


Extremely attractive discounts make the Tapatco line a real profit builder 


Get the complete Tapatco line of Marine ) 
Safety Products, Sleeping Bags, Porkas and THE AMERICAN PAD & TEXTILE CO. 
Sport Shirts—and you'll sell the finest money GREENFIELD, OHIO 

con buy. Ask your jobber for Tapotco ) 
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SWAN RUBBER COMPANY 
BUCYRUS, OHIO 


D'S LARGEST MANUFACTURER OF GARDEN HOSE 
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Concentrate on 
ALLENCO 
because- 


WIDER SELECTION of sprinklersa nd hose accessories 


Choose the ty Pes and prices that suit your trade best 


tion in Allenco plants -- reasonable pricing, not 


taking advantage of shortages: Promotion _ 


Order 
PRICED TO seul . . lower cost due to mass produc- early and 
Plan 


pROVED RELIABLE .« - fast sellers year after year, 
proved to please your customers, encourage 
repeat business: bh SPrink| 
(his ing 
ye & 
NEW SALES HELPS .« - complete line of ad mats, stuffers, ar, | irse 
( 

window streamers tO bring “€™m '9, displays and Irder Y: 

, job ur § 
tags that sell "em fast! Obber of if } ales Hel; 
Name ’ e's sh »S. f, 
jobhe SNor * fror 

BIGGEST ADVERTISING - - largest campaige, includ- ber who t + order dig Your 

00 ectly 
and 


ing full-color pas*> in all 8 leading home-and- your s 
tock Orde 
or, 


Ti 
garden magazines. ©-In with 
ad work Ou 
and 


Alle 
Hlencg cam 
amp, 








Order from your jobber NOW or ask for Ww D 
Allenco jobber near you e . AL L f N 
MANUFACTURING CO. 


CHICAGO 6 


NEW YORK 7 
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~ What's a good 
file stock 
for your 


No two localities are the same. Industrial activities 


differ. Merchandise demands vary ... sometimes due to : | 


local conditions, sometimes to disturbances in the national a, 
pana 


ph Speerevires ad 


economy. 


Watching these changing pulses is one of the secrets of 
successful merchandising. Hardware is no exception. Files 
are an important item. They're very profitable—and excep- 
tionally so when stock assortments are kept tailored to the 
demands of the store’s trading area. 


\ good rule: Concentrate on long-lasting Black Diamond 
—one of the world’s finest and best-known brands—in the 
types and sizes most commonly wanted by your customers 
(Then give them extra-prominent display!) You'll not only 
increase your turnover—and balance-sheet profit—but help 
the conservation of steel your government so earnestly 
requests today. 

Your wholesaler knows your territory. Let him help 


you line up a model file stock. 


Write for “FILE FILOSOPHY,” Nicholson's famous 48-page book 
on kinds, use and care of files. It will enable hardware store employees 
to give better service to customers. 


NICHOLSON FILE CO., 15 ACORN ST., PROVIDENCE 1, R. |. 


in Coneda, Port Hope, Ont.) 
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. . . say dealers all over the United States when 
they see the new carton coils of Columbian Pure 
Manila Rope. 


A survey among hardware dealers determined t' e new Colum- 
bian Rope package design. Marketing and merchandising were 
considered. Result: three Carton Coils, printed in stciking colors 
—containing about 20 Ibs. of rope in these sizes pt oe 

diameters. (Three cartons ore packed in o shipping container.) 


Trial orders were then sent out without any promotion. Dealers 
bought, and followed up with enthusiastic repeat orders, And 
for good reason! Rope can be sold in any lengths from these 
cartons by pulling it out through hand hole in the top . . . 
easily disployed on counter or shelf . . . carton protects 
agoinst dust ond handling. This combination of features is 
sure to moke you soy, “The Columbian package is what I've 
been waiting for.” Order from your jobber 


COLUMBIAN ROPE COMPANY 
440-70 Genesee St. 


Auburn "The Cordage City,"’ New York 


Branches in 
New York Boston Chicago New Orleans 





Sold in three-coil shipping cartons as follows: 


1 carton coil — “4” dia. — approx. 20 Ibs 
1 carton coil — %” dia. — approx. 20 Ibs. 
1 carton coil — 2” dio. — approx. 20 Ibs. 
This assortment in 3 carton coil 
tainer. Any combination of 3 siz 
carton coils can be furnished in a shippin 
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. 
* Guaranteed by * 
Good Housekeeping / 
ny oi 


45 apvianistd wise 


caNY METAL 
Oh 
RS 


SCHUETER mK. Ay 
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Mote Buyers Want Myers! 


POWER SPRAYERS 


3 reasons why 


FIRST it’s the accepted line. Universally rec- 
ognized for quality construction, technical 
efficiency. Service records show that Myers 
Sprayers give more years of trouble-free 
service than other makes. 


SECOND it’s the complete line. Your pros- 
pects and customers can choose from over 
100 wheel and skid types, tractor and engine 
powered. As a Myers Power Sprayer dealer 
you can meet any need or preference. 


THIRD it’s the advertised line. Your selling 
effort is supported by the most extensive na- 
tional advertising in the industry! And 
Myers dealers carry on their own advertis- 
ing program by means of literally hundreds 
of factory-furnished promotional aids such 
as direct mail, newspaper mats, booklets, 
folders and novelties. 


No longer a side line with farm equipment 
dealers, power sprayers are now rated as 
basic equipment in every farm market. As 
a Myers dealer, you can control the highly 
profitable sprayer business in your territory 
with the Myers line. A few selected terri- 
tories are open. Your inquiry is invited. 


=. 
Myers Bulldozer Pump: Standard on most Myers 


Sprayers. Compact — more power with less 


Myers Silver Cloud Spray Head: One-man operation. Oscillating, fully 
weight. Self-oiling. Famous for durability. 


adjustable. Works on any sprayer. 12-gun or 8-gun models. 


Myers GP Sprayer: A profit- 
able investment for any 
size farm, Provides pres- 
sures adjustable from 30 
to 400 ths. (Capacity, 7 
gpm. Buil; in 5 different 
wheel and skid models— 
each widely adaptable for 
gun or boom spraying. 





Myers Silver Cloud Spray- 
ers: 2-wheel, 4-wheel and 
skid-mounted models for 
orchard spraying, cattle 
pest control, row-crop 
spraying and many other 
uses. Capacities to 50 
gpm.; pressures to 300 Ibs. 





ff Write, wire or 
‘7 phone today for 
dealership details! 


THE F. E. MYERS 
& BRO. CO. 


Dept. P-128, Ashland, Ohio J New Myers Concentrate Silveraire Sprayer 
Cuts orchard spraying costs 40%! Uses either 
conventional spray materials or new con- 
centrates. Highly popular with fruit growers 
everywhere. 


4 


Myers Tractor-Mounted Sprayers: Models for 
weed control, cotton spraying, etc. High- 
quelity, low-cost equipment with an almost 
unlimited potential. 


SOUTHERN HARDWARE for DECEMBER, 195! 





sign of 
customer 
satisfaction 





GAME? ., | S902 


STEEL 
WEAVY STRAP HINGES 5 wn. 


THE STAMLEY works 
MEW BRITA Conn ONE PAIR 


When you sell a customer shelf hardware made 

by Stanley, you can be sure of a satisfied customer. 
For the Stanley trade mark means as much on 

a box of T-hinges as it does on the famous Stanley 
Ball Bearing Butt Hinge. 

So, for years of trouble-free service . . . for 
customer good will that builds sales volume, 
recommend Stanley Hardware for all building, 
remodeling and repair jobs. Point out to customers 
the Stanley trade mark on the yellow-and-green 
label. It’s a sales advantage! 


The Stanley Works, New Britain, Conn. 


merce wewoes EB) EDD Ef ; 
ge Fi . THREE HINGES TO A poe 


rt. ee eee ems ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


SOUTHERN HARDWARE for DECEMBER, 1951 














E. C. ATKINS AND COMPANY ; 
indianopolis, Indiana 
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It’s a MERRY and prosperous CHRISTMAS 
FOR SSIRCO DEALERS! 
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SOUTHERN STATES 
IRON ROOFING COMPANY 





/ 


Turn this around 


7...for bigger business! 


- 
z 


Here’s a profitable idea to turn around 
in your mind. 

Many of the smaller items you deal in 
can build your business in bigger ones. 

For example, the stove bolt shown. Stock 
the finest made .. . RB&W .. . as well as 
other RB&W bolts, nuts, rivets and screws. 
These “bread-and-butter” items make sat- 
isfied customers that keep coming back to 
your store . . . build traffic for everything 
you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they’re one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consum- 
ing re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show 
in a jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 


106 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants ot: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadephia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


SOUTHERN HARDWARE for DECEMBER, 195! 








Some Frank Information About 
uilding Store Fixtures Yourself! 


ti 
Gs I build my own store display counters 
and fixtures?” 


This question periodically comes up in the minds of 
some hardware dealers who are planning moderniza 
tion. The answer is “‘yes’’ you can, but whether you 
should or not is an entirely different story. 


Many retailers are under the impression that the 
cost of ready made fixtures is high. Without investiga 
tion they assume factory-built units are priced out of 
reach. Actually in the case of Streater built fixtures 
this is not true. But let’s dig into facts for the real 
picture. Take a specific example. Say that you are 
interested in building a paint case, one of the easiest 
units to build yourself. First, determine the lumber 
necessary for such a cabinet 
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PAINT CASE 


This is what you'll need: 


3—2x4-8 No. 1 Select Fir 

1—2x6-8 Clear Soft Maple 

30 If. 1x2 Hard Maple Nosing 

32 If. 1x1 Hard Maple 

1—1x4-16 Clear Soft Maple 

1—1x6-8 Clear Soft Maple or Pine 

6 Fir Panels %-48x96 AA Exterior, Resin Sealed 
3 Gum Panels Y%4-36x96 Good 1 Side 
72 ft. Metal Shelf Standard KV No. 255 
120 Shelf Clips KV No. 256 

8 ft. Weldtex Plywood Vax6” 


To check lumber cost we asked one hardware dealer to 
obtain costs from his or any lumber dealer he desired 
on the above requirements. He contacted a number of 
lumber dealers and the lowest price on material for 
this paint case was $127. This was for lumber only 
and DID NOT include nails, glue or screws. 
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Don’t take our word for it, check these lumber costs 
in your own community. Your state association sells 
this Streater unit ready for painting at only $134. This 
price also includes half of the freight charges and the 
guidance of experienced association store engineers. 
Now, is it worth spending two days building this case 
yourself to save $7? Because many items are not 
handled by local lumber yards, in building home made 
fixtures, it is often necessary to substitute soft pine or 
fir in place of hard maple and to substitute lower grades 
of plywood for water proof resin sealed fir and hard- 
wood plywoods. 

This is just one example to show that whether you 
build it yourself or buy from Streater, the cost is 
practically the same. The same, that is, unless you 
place a value on your time 

Now why are these prices so low? Here is why. Your 
hardware associations throughout the country are 
pooling their fixture requirements enabling Streater 
Industries to give you these advantages 


1. Streater Industries buys fine resin treated fir 
plywood in large quantities and in special 
sizes that eliminate cutting waste. These ex- 
traordinary savings more than offset the labor 
cost of building the fixtures. 


. Streater has the finest skilled craftsmen, all 
specialists in making hardware store fixtures. 


. Volume production permits the use of special- 
ly designed jigs and machines, making the 
labor costs only a fraction of what they would 
be with ordinary hand methods. 


Equally important is the fact that association engineers 
are in the field constantly testing new designs, evaluat- 
ing new merchandising methods and how it effects 
fixture display utility. 


Maybe building your own fixtures will be fun and 
give you a certain pride, but think how much more 
valuable this same time can be used in developing new 
promotion plans, new merchandising methods, waiting 
on customers (or just goin’ fishin’.) 

If you're planning to modernize your entire store 
or merely add an island display, contact your retail 
hardware association. An engineer will come to your 
store and give you unbiased advice. He will help you 
determine whether it will be better to use Streater- 
built unfinished fixtures or whether your greatest 
savings will be realized by using the finished fixtures 
complete with the association merchandising service. 
Only members of state hardware associations are en- 
titled to these savings. 


Streater INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 











DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers ‘“‘a chain for every use.’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman."’ Write for full details. 


THE McKay COMPANY 


442 McKAY BUILDING - PITTSBURGH 22, PA. 
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3 sell Slaymaker’s ‘Brass Beauty’ Padlocks 


over my next leading brand” 


Emil O. Schultz 
Schultz Hardware Company 
St. Joseph, Missouri 


Lancaster, Pa., U.S.A. 


Slaymake 


World's Most Complete Line of Padlocks 
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WHAT HAPPENS when a dealer thinks he can save a few cents by 
purchasing inferior or off-brand marine safety products . .. or when he sells 
this equipment that has little or no backing from a reliable manufacturer? 
Chances are the dealer will be forced to spend more than his original 
“saving” by replacing returned merchandise and loss of customer good-will. 
Then he asks “WHERE'S MY PROFIT?” The only /asting profit comes 
from giving your customers quality you can trust. Tapatco products 

are sold at the lowest prices consistent with the quality of the product. 


Tapatco 


Here are the many extra features that make it easy and profitable to 
sell Tapatco products. 


Tapatco to make the 


JV Only pure Java Kapok, luxuriant flotation material is used by 
safest most buoyant marine safety products in the world 


National advertising and merchandising, backed by a company reputation for standing 
squarely behind every product 
Uniform colors and materials dyed, pre-shrunk and water-repellent treated in 
Tapatco’s own dye plant. Every order is exactly the same color . and there's a wide 


selection to choose from 


Tapatco marine safety products are band stuffed to protect the buoyant properties of 


Kapok. No uneven bulges such as are often formed in ordinary cushions and mats 


Conveniently packaged products simplifies stocking and handling problems. Small 


unit packages keep stock clean — boxes unbroken 


Extremely attractive discounts make the Tapatco line a real profit builder 


Get the complete Tapatco line of Marine ) 
Safety Products, Sleeping Bags, Porkos and 
Sport Shirts—oand you'll sell the finest money 
con buy. Ask your jobber for Tapotco ) 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 
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The GREEN sport, of course. 

For now America’s most complete, high quality line 
of garden hose accessories is broader than ever, with the 
right product at the right price for every customer. 

And you get a great new ’52 Promotion Kit (no fixed 
assortment or minimum order required) featuring the 
“related sales’”” window display shown at right, give- 
away booklets on lawn care, counter card, dealer news- 
paper ad service, etc. Every GREEN SPOT item is promo- 
tion-packaged with silent salesmen, product displays and 
colorful cartons. 

Heading the line is the WEATHERMATIC, queen of auto- 
matic sprinklers . . . with free-spinning arms mounted 
on ball-bearings . . . distance-marked, adjustable noz- 
zles. There are three brand-new volume items . . . Dura- 
Seal hose coupling and mender, both with king-size 
shanks and wider, dip-shaped clinching fingers that seal 
stronger . . . new, compact Quick Connector machined 
from brass rod for easier hose connections. 

See your GREEN spot wholesaler now (merchandise 
available in accordance with metal limitations). 


Gren 


*tepg THAT 


A PRODUCT OF SCOVILL 
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Sprinklers + ‘WandSpreys + Hose Nozzles «+ 
“Y" Connectors + Couplings + Hose Menders + Clemps + Goosenecks 


= CERO) 4 
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GET THIS POWERFUL, 3-PANEL DISPLAY 
that boosts all garden goods, not just one line. This window is one of 
hundreds in which the GREEN SPOT display has helped increase related 
garden sales up fo 100%. Consists of full-color, easel-mounted backdrop; 
two matching side panels, listing lawn care items; diagrams for window 
set-up, inside-the-store counter display. .. .See your wholesaler or write 
Merchandise Division, Scovill Manufacturing Company, 34 Mill Street, 


Waterbury 20, Conn. 


GARDEN HOSE ACCESSORIES 
Qvich Connectors 





: Remington Dealer Letter 


BRIDGEPORT, 
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Beauty and Performance 
Sell These Heaters 


All Royal 
Heaters are 
fully approved 
by AGA for 
Natural, 
Manufactured 
and LP Gases 


KOOL KABINET 


The Kool Kabinet heater is the latest thing in design of gas 
heaters. Gives extra beauty and added safety. Unique baf- 
fle arrangement directs heat out front of heater—back 
and sides stay cool. Available in 20,000 and 40,000 B.T.U. 
sizes. Easily adaptable to Unitrol or thermostat. 


GAS LOGS 


Royal Gas Logs are beautiful 








replicas of mountain oak. Aveail- 
able in 2 sizes: 22,000 B.7.U. (20° 
wide) and 30,000 B.T.U. (24” 
wide). Use on Natural, Manufac 
tured or LP gas. Andirons avail- 


¢ able at additional cost 
y > 


~ - 


RADIANT HEATER 556 
This is one of the South's favor 
ite heaters. No. 556 is 24,000 
B.T.U. Other models and sizes 
available. 

WRITE TODAY for an illustrated 
folder and the name of your 
nearest Roya! distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 





Tt pays to sell the Seat! 


7” oe 
Sell MILORGANITE! —oiiee Fer cokes the lsh 


lawns and gardens your 
customers want! Stock up 
ORDER TODAY FROM YOUR now—the lawn season is at 


KING HARDWARE SALESMAN! Ehatel 


SOLE DISTRIBUTORS FOR GEORGIA 


KING HARDWARE COMPANY 


490 Marietta St. 
ATLANTA, GA. 
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Washington News 


- « « « « Orders, Regulations, Priorities 





Markups Allowed on Items 
Mit by New Excise Taxes 


UNDER THE NEW tax law 
became effective November 1. 
and higher excise taxes have been 


whici 


new 


imposed on a wide range of me! 
chandise including numerous hard 
ware products. The excises are to 
be collected at the manufacturing 
level, and manufacturers are pet 
mitted to their di 

tributors any increase on an exact 


pass on to 


dollars-and-cents basis 

Hardware products to which the 
new 10 percent manufacturers’ ex 
cise applies include 
food choppers, powe1 
ers, electric 
units, clothes driers, dishwasher 
floor polishers and waxers, ice- 
cream freezers, hedge trimmers 
dehumidifiers and mangles. A tax 
increase of 5 percent 10 to 
15 percent—has applied to 
sporting goods. Exempt from the 
tax, however, is 
ment and sporting 
schools and children 

As the result of ame 
the pricing regulation 
sued by OPS, 
wholesalers and retailers are pel 
mitted to the: 
prices as a new ex 
cise taxes. Regulations affected by 
the amendments are: ths 
Ceiling Price Regulation 
mentary Regulation 29 to 
The General Manufactu 
(CPR 22), and The 
Order (CPR 30 

Whole salers ar 
lowed a 
such 
sellers 


door < nimes 


mow - 


iawn 


garbage disposal 


from 
been 
baseball equip 
goods used by 
ndments to 
recently i 


manutacturers 


reflect change in 


result of the 


General 
Supple 
GCPR 
n Orde: 
VW 


Machinery 


id retailers are al 
percentage 
taxes in 
have 


markup on 


those cases where 


l 


customarily treated 


the amount of the excise taxes as 
part of total costs for markup put 
poses 

Amendments to GCPR and Sup 
plementary Regulation 29 provide 
that 

(1) Manufacturers 
and retailers who have « 
arily paid an excise tax and listed 
may bill their cus 


Ww holesalers 


istom- 


it separately 


tomers tor any increas on an 


dollars-and-cents basis and 


exact 
list it separately, unless prohibited 
by the tax law 

(2) Wholesalers 
who pay excise taxes as 
do not list the tax 
reflect the 


and mus 


and retailer 
such, but 
payment 
separately, may exact 
amount of the 
make 
the levies 
eliminated 

(3 Wholesalers 
who have customarily figured the 
markup on acquisition 
excises) may 


’ 


increase 
corresponding reduction 
have been cut 
anda retalle! 
cost (in 
cluding continue to 
do so 

(4) Manufacturers who include 
excise taxes without listing them 
separately, may add to their ceil 
ing price the exact amount of any 
increase, but must reflect any re 
duction or elimination of excises 

As for unde 
CPR 22, and CPR 30 the 
ment to that regulation 
that a manufacturer may 
ly list collect the 


any increase or tax 


manutacturers 
amend 

proviat 

separate 


and amount o 


+ 


Further Extension 
of In-Line Pricing 


A FURTHER EXTENSION of auto 
in-line pricing at retail for 
several groups of consume! 
including pianos, 
electrical 
gage and sporting goods, wa pro 
vided recently by OPS 

The change 
handling new 
fied articles not 
pricing charts. In-line pricing per 
mits these retailers to apply mark- 
ups derived from comparable 
already listed on their 


matic 
good 
radios, house- 


wares appliances lug- 


7 ' 
retailers 


applies to 


categories of speci 


included on the 


categories 
pricing charts 

Example of in-line pricing unde: 
the recent amendment: A retailer 
whose pricing chart includes small 
electrical appliances such as elec 
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trical toasters adds portable radios 
to his line of merchandise. He may 
establish his ceiling price by re 
ferring to the listing of compar 
able categories in the appendices 
of Ceiling Price Regulation 7 for 
a markup. He need not use the 
more complicated pricing method 
under Section 39 of the regulation 
applying to new sellers 


a 


Tailered Regulations te 
Set Specific Ceilings .. . 


THROUGH OCTOBER 1, 68 tailored 


regulations have been issued by 
the OPS 
for individual 
further moves in this direction are 
taken to that 
ceilings will be set for 


sold at re 


ceiling 


and 


setting specific 


commodities 
mean eventually 
specific 
many if not all 
tail 

To date 


regulations 


items 


tailored 


manu 


most of these 

have been for 
facturers. However, in his 
ummary of operations of the OPS 
Michael V. Disalle stated that “Ts 
the extent possible tailored 
and will 
Specific 
will be 


recent 


regu 


lations have been sued 


continue to be sued 
dollars-and-cents 
established for 
modities wherever possible 
Tailored regulations to date 
been applied (under CPR 7 
items sold by 


prices 


individual con 


have 
to the 
hardware 


following 
retailers appliance 


furniture dry goods notions 


and ervice which 


CPR 34 
. 


Predicts Shortage of 
Galvanized Ware... 


housewares 


ire covered t 


ADVISORY commiut- 
NPA that a 
galvanized 


AN INDUSTRY 
advised the 
shortage of 
pails, garbage and ash cans 
lt within 30 to 60 days un- 
more 


tee has 
serious 
tubs 
will resu 


1 


less the industry receives 


zine and steel 

The industry is not getting 
enough zinc to permit full use of 
the avaliable steel, members said, 
and recommended that, if possible 
zinc be drawn from the Govern 
ment stockpile to ease the situa- 
tion 
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Everybody needs nails — especially the handy 
sizes for use around the home. Yet most folks 
forget to buy them when they are in your store. 

So, why not take advantage of this situation 
and put some packages of DixisTEEL Wire Nails 
and Brads out where your customers can see 


them and buy them on the spot? 
The new, red, yellow and black DrxisTEEL 








packages are real eye-catchers. 
Order a supply of DixisteeL Wire Nails and 
Brads from your wholesaler and watch your 
ina . . [ry this little sure-fire merchandising trick! 
profits grow. Take a few packages of DixistEeL Wire 
Nails and Brads and put them out on a 
counter where your customers can see them. 
Place a small sign in back, asking this simple 
question: Need Nails? Our representative 


Atlantic AY / 7 Company will be glad to give you a sign, or if you 


- prefer, write us and we will send you one. 
DIXISTEEL 
ATLANTA, GEORGIA 
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RENTAL 
SERVICE 


accounts for a 


8500 


monthly colume 


By Ross Holman 


“2 


, ae ray =’ 


After renting 


floor finishing machines, the same customer here pur 


chases wax and shellac. Rental service has stimulated such sales 


toot I 


ef way to get your 
the door of a new custome! 
is to prize the door open with a 
floor sander That’s the philoso 
phy of C. P. Hartman, owner of 
the C. P. Hartman Hardware Stor« 
Nashville, Tenn. He probably has 
wooed more new into his 
store through the floor 
sanders, edgers and polishers than 
by any other means. And this 
rental service accounts for an ad- 
ditional $500 monthly 


buyers 
rental of 


These rental units not only are 
profitable in themselves, but they 
offer an opportunity to sell floor 
wax, polish, varnish, shellac, sand- 
paper, etc., he pointed out 

The which 


store is 


community tn the 
located is 
home-owners, many of 
much of their own work 
their homes. Consequently 
Hartman began advertising a 
sander and polisher, these ma- 
chines found a ready market 


composed of 
whom do 
about 
when 
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DECEMBER 
1951 


Taking advantage of the rental 
service offered by C. P. Hart- 
man, right, this customer will 
pay $5.00 a day for use of the 
sander, $1.50 for the polisher 


At first Hartman cautiously of 
fered a sanding machine. It 
from the much of 


that he buy an 


staved 
tore so 
had to 
there is 
both ma 
ordered a third 
will be busy 


away 
the time 
other. At present 
waiting list for 
chines that he has 
one, and all of them 
he demand for polishers also has 
increased, and five are in use most 
of the time 
The peak use of the machines i 
in the spring and fall. However 
there is a moderate demand even 
in the off-season months 
The sander rents for 
daylight day. If the user 
for night work, he is 
more, or $8 for a 24-hour day 
$3 night charge is based on 
probability that the user will 
keep it working longer than mid 
night, although he allowed to 
use it around the clock, if he 
chooses 
The edger 
hour. Hartman 
tomers word as to 


such a 


these 


$5 for a 
keeps it 
charged $3 
The 
the 
not 


for 65 cents an 
accepts the 
how 


rent 
cus 
many 
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Generally, 1% 
sufficient 
The 


hours he uses it. 
to two hours a day is 
time for using an edger. 
polisher rents for $1.50 a day. 

During six months of the year, 
the sanders and edgers will aver- 
age $15 a day, while sanders, 
edgers and polishers will total ap- 
proximately $20 a day. Deprecia- 
tion and repair of the sande: 
amounts to approximately $8 a 
month, while on the other ma- 
chines the upkeep is practically 
nil. This gives Hartman an ap- 
proximate rental revenue of $500 
a month. 

Practically every customer who 
pays $5 to $10 a day for a sander 
and edger buys enough wax, 
varnish, shellac, sandpaper and 
other related items to give the 
store a substantial profit, some of 
which would not be realized with- 
out the rental service. 


For Hartman, the renting of 
floor-finishing machines and the 
sale of supplies that go with them 
have led also to greater sales of 
outside paint and builders’ hard- 
ware. He handles a quality line of 
paint, and shelf space of one en- 
tire room is devoted to paints and 
related items. 

Since Tennessee has a sales tax 
on all goods, but none on services 
the rental service customers are 
kept on a separate list in Hart- 
man’s books. This gives him an 
opportunity to develop a special 
mail order list for such patrons 

Besides the use of mail and per- 
sonal contact, the store promotes 
its rental service through daily 
programs over WMAK and large 
display space in the weekly paper 

In addition to home-owners, 
small contractors the floor- 
finishing machines 


rent 


Logging Supplies Prove 
a profitable specialty 


N ADEQUATE and well-displayed 
line of logging supplies has en- 
abled Harold Vanlandingham and 
his brother, Elbert, owners of 
Sheridan Hardware Co., to realize 
a substantial volume from loggers 
in Sheridan, Arkansas 
Two essentials in 
this trade, according to 


catering to 
Harold 


are complete stocks and fast serv 
ice. Thus, a large section of the 
store is devoted to displaying and 
storing items for loggers and 
horses 

Chains in all sizes 
grab hooks, and repair 
readily available to give 
service. Horse 


cant hooks 
parts 

the log- 
and 


are 


ger fast shoes 


Ww 


Logging and harness supplies in most frequent demand by customers 
line the stairway leading up to the logging supplies warehouse 


24 


: - 
Sid 
a 
Frequent sales of repair leather 
are made to loggers. These 


specialty lines furnish them 
an important source of volume 


display 
different 
shown. Black 
upon the store 


their 
fourteen 


nails have own 
stand 

sizes of 
smiths rely 
for their supply but the 
wide variety of service 
highly valued by those who do not 
the blacksmith 
and back bands 
animals, hame 
strings, and leather are in 
demand; and the stair- 
back of the store, lead 


warehouse for 


where 

shoes are 
also 
of shoes, 


Sizes 1S a 


always 
Horse 
for heavy 


patronize 
collars 
draught 
repair 
constant 
at the 
ing to the 
supplies on the 
lined with harness 
are in most frequent demand 
Vanlandingham’s aim in setting 
easily-reached displays 
the logger the fastest 
When loggers 
repair parts or for 
they demand almost 
pointed out 


way 

logging 
floor, is 
that 


second 


supplies 


ip these 
was to offer 
service possible 
come in for 
horse shoes 
immediate service, he 
and if the entire sales personne] is 
busy at the moment, the logger 
often finds it possible to wait on 
himself. The stock is arranged for 
this type self-service. This is true 
of small items, such as horseshoe 
nails, as well as large The 
may pick out the shoes 
from the fourteen 


items 
~ustomer 
he wants sizes 
available and then readily find the 
them. However 
alesman devotes most of his time 
almost 


' 
oggers 


nails for one 
to logging supplies and is 
always available to 
help and suggestions 

Because the 
plies department is at the rear of 
the store, it offers logge 
service they like, without hamper- 
ing operations in the more decora 
tive parts of the store 


otfer 
} 


large 


rs the easy 
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Fred Cumbus 


an of some 35 new 


made-to-order fixtures at the 
Campo Hardware Co. of New Or- 
af given the 
1 modern and neat appeal 
} helped boost sales 
lume a izeable amount 
When the two Campo brother: 
John and Anthony, and their broth- 
August Franzella, de 
ove on the stores ap- 
ey found that fixtures 
arket did not exactly meet 
lar need Cost also 
they were con- 
their stock and 
al to invest in 


tocks of cab- 
1 splay counters, 
1 local cabinet-mak- 
v of the fixtures which 
lly wanted. The first 
iment Was iccessful, and the 
ore’s entire fixture needs were 
made-to-order. The expanded store At top, the small plumbing and electrical fixture display case that 
90 feet wide and 60 feet deep, was enables customers to select items without disturbing the display. 
equipped with fixtures at a cost Above, glass fixtures help produce a sizable sporting goods volume 
of approximately $5,000 $1.000 in a small corner section of the store 
le than ready-made fixtures 
would have cost 
The fixtures include wall shelvy chandise and are five and \ \ of the entire 
six-foot sections which may feet in height—enabling an } most any point 
ged according to the store’s ployee to reach merchandise ‘or the central displays, pyra 
Adjustable helve are a top shelves without the ; " ‘ounters are used, along with 
sizes of mer- ladder and permitting a gener: al pyramid around two 
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The Campo Hardware Co. has increased its overall store volume five- 
fold since its present owners began operating it in 1946 


posts near the center of the store 
Service counters are placed across 
the rear of the store, so that em- 
ployees face the front doors 

Made of marine plywood, the 
fixtures are waterproofed, finished 
with clear lacquer, and have re 
cessed bases. All fixtures are in 
cabinet form, and practically all 
shelves are adjustable, so that they 
are adaptable to a wide range of 
uses 

An outstanding wall fixture is 
the paint shelving, five feet high 
and comprised of eight, six-foot 
sections. Shelves are adjustable and 
sufficiently deep for two one-gal- 
lon cans of paint. The 4-foot paint 
ection has no counter, and John 
Campo points out that many sales 
are made when customers walk 
ilong the display. Some _ small 
tacks of paints are placed in front 
of this, but generally it is open and 
inviting to the customer 

This arrangement of paint is 
duplicated in the 90 x 60 foot 
warehouse and stockroom, at the 
rear of the store. When a custome: 
elects his paint, the display is not 
disturbed, for the paint is taken 
from a similar shelf in the stock 
room 

The only other major fixture i 
in six-foot sections also, and 
even feet high. It has a 36-inch 
base with 24-inch self at the top 
of the base and 12-inch shelves a- 
bove that 

There are no serving counter 
anywhere in the store, except at 
the rear, where three 34-inch-high 
unit are used. The top and out 
side of these counters are finished 
olid. They are three feet wide and 
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10 feet long and contair helves 
underneath for fast-moving staples 
such as putty, door springs, etc 
The third unit is what the Campos 
consider one of the best fixtures 
in the store. This is a glass-topped 
and slanted glass-front display of 
electrical and plumbing items. A 
customer can point to the item de 
sired in a matter of seconds. This 
arrangement also has eliminated 
disarranged stock and pilferage 
Merchandise is not taken from this 
case for sale, but from a stock 
table and shelves immediately be- 
hind it, or from a small room in 
which all fittings and plumbing 
items are stocked in some 400 smal! 
compartments 


This small plumbing stockroom, 


measuring approx- 
imately 8 x 8 feet 
was built to han- 
dle the store’s siz- 
able plumbing vol 
ume, It is finished 
with rough lumber 
and the small bins, 
approximately four 
by six inches, cov- 
er three entire 


Anthony Campo, at 
left, selects a fluo- 
rescent light bulb 
from this special 
fixture. This dis- 
play has more than 
40 compartments in 
which bulbs can be 
easily and neatly 
displayed 


walls from floor to ceiling. Each i 
labeled as to contents 

To the left of the serving coun- 
ters is a tool display and tool bar 
Bevond these. in the corner, 1s 
the sporting goods department 
Two glass display cases and serving 
counters display lures of al] kind 
and other small items. A wall di 
play. behind the counters contains 
racks for rifles and shotguns and 
shelves for other items. This fix- 
ture, generally, is of the same dl- 
mensions as the housewares shel 
ves and display 

In the center of the store pyra 
mid display counters, eight feet 
long, 36 inches high, and with 36 


ff angement 


inch bases, offer neat ar! 
of merchandise. These are placed 


parallel to aisles leading to the 


service counter in the rear. A spet 
ial fixture which has more than 
paid for itself many times is a 
light bulb display beside the matin 
aisle leading to the rear. This dis 
play counter has so 40 compart- 
ments and at two ol! 
more section penea uf} 
merchand They ar 


for large 

filled at all time 
and sizes of light bulb 
Other small fixtu 
the Campo store, t 
t 


pieces which the st« 
made-to-order give the store a unl- 
formity and efficiency which John 


tf the time 


Campo says has justified 
and expense involved 
We told the cabinet-maker what 
we wanted, and h roughed out 
plans and built the f ires,” John 
explained We know n these 
fixtures we have d and serv 
ice counters that will take hard 


usage.” 
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Serve Yourself and Save Money 
GAMBLE HARDWARE 


au 


4. 
ee PARKING 





Large lettering on the side of 
Gamble Hardware Co., facing 
the free parking space, in- 
forms customers of the store's 
self-service policy. The front of 
the parking space is used for 
displaying garbage cans, pails 


By Warner Ogden 


Streamlined SELLING 


Hardware Co of 
Florida ha found 
fitable policy and 
the prac 


YAMBLE 
FB Miami, 
elf-service a pr¢ 
developing 
throughout the en 
only has the pla 
form of ine 
profits tor 


is gradually 
to extend 
Not 
the 


greatel 


tice 
tire store 

paid off in 
volume and 
but it has se 
ing stimulant to both old and new 


reasea 
the 
store rved as a pleas 
customers 

Large signs “Serve 
Yourself and Save Money” on both 
hutside ol 


painted on a 


suggest 
the store 

wall at 
building 
where ample 
the 


store 


the inside 
One 
om 
and on the other side 
free parking is provided 
lette: the 
name. At the entrance is the notice 
Gamble’s Self Service 

William A. (Bill) Sykes, general 
manager, is highly pleased with the 
results of the policy 
plans 
the 
for his 


ana ¢ 
sign is 
side of the store's 
pace 


ing appears above 


self-service 
and he 
throughout 
considering it 


expansion of it 
Also, he is 
Sykes Hard- 


‘ 
store 


This Florida store uses an 
effective self-service plan 


ware Co in a nearby cr 
and his Gamble-Syke« 
Co., near Hialeah 

The 


oped gradually 


self-service plan 
in the beginning is hav 
tag on every item 
out. Only in that way « 


mer wait on himself, a 


modern, self-sery 


the 
stores 

We did have a pr 
wall but we 
ing that gradually now a 
the 
only put the 


but also 


he said, 


prices on each iten 
retail price 


the cost price 


code. This ha been a big he 


for both the 


and for employees of the 


it saves time 
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mmu! 
Hardwal! 


Wi 
The import 
ing 
Sy ke 


ar 


; 


the tool depart 
worked out 
ending } 


e ext 


want 


Above, William Sykes. right. 
talks with a customer at the 
store’s entrance. Here, too, self- 
service is featured in large let- 
tering. Left, tools are price- 
marked so that customers may 
make a quick and easy selec- 
tion without the aid of a store 
employee 


; 
t 





Staggered rows of open bins, containing small items, enable customers 
to serve themselves and encourage leisurely browsing in the store 


“As further convenience for cus 
tomers we plan to install a cash 
at the front of the store, 
cashier stationed there 

On a work-table in the 
room is a small machine used to 
mark the prices on tags, and which 
can turn out about 200 in five 
Items that are to be sold ir 
all three stores are brought here 
and price-marked. Both stickers 
and ungummed tags used 
Sometimes, Sykes said, a tag will 
stay on an item much better if a 
small piece of transparent 
Is put over it 

Under the self-service plan, it 
important to have all items 
kind grouped together, with sign 
over them, so that a customer doe 
not have to look too long for the 
item he wants. Around several i 
land tables in the rows 
of small, open bins variety 
of inexpensive merchandise. In 
the tool section there are long bin 
inderneath the wal] display of 
hammers, hatchets, saws, 

Self-service does not entirely «¢ 
liminate sales help, Sykes pointed 
There are always 
who want to know 
item. But a valuable « mployee doe 
not have to spend too 
time with a dime 
when he could be using salesman 
hip on higher-priced merchandise 

Displays important 
these with the 
ervice For instance, 
one portion of a front display win 
dow 1s ‘Wedne 
Specials when a value i 
promoted. Other promotion 
with the time of the year 
the 
the 
dle 


The 


registel 
with a 


stock 


min 
utes 


are 


tape 


store are 


for a 


etc 


out custome! 


more about an 


much of 


his purchase 


and 


elf 


are 
are tied in 
suggestion 
set aside for day 
good 
vary 
During 
hurricane season, a section of 
window features 
flashlights 
free 


lamps, can 
lanterns, etc 
parking space offer 
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ample area for display of garbage 
cans, pails, 
den tools 

tends around to a section of 
parking area, so that a custome! 
ina on the sidewalk 
look the store 
items before serving himself 


wheelbarrows, and gar 
And the glass front ex 
the 


can 
the 


Car, OI 


inside and ee 


° 


Store Front Modernization 
Helps Increase Volume... 


ee of an store 

i front has brought an 

ate increase of five percent in vol- 
ime, plus steadily-rising sales, for 

the M. Byrnes & Sons Hardware 
tore of Corinth, Mississippi 
A year ago, the front of 


immedi- 


the 


Right, R. D. Scott operates a 
small price-marking machine 
and can print over 200 tags in 
five minutes. Below, Manager 
Sykes takes a customer's money 
and wraps the item he has 
selected from one of the many 
displays 
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contained sh 


Byrnes 


window 


store 
with small areas of 
The t were 
ection ot a A 
and had full 
and floors 
not the 
attractiveness and style 
In 1949 Manager 
Byrnes and his pa! 
Byrnes, J! decided to giv 
front a “face-lifting More 
$2,000 was spent in 
exterior, and the old 
replaced with new and large! 
Sales volume 
is still climbing 
“The 
sible,” 


gla framed 
large 
boarding 
The 
teriors 


sides 


were 


tne 


window 


rose five perce! 


new window 
Ed Byrne 

ways have at least or 
day for items we 
windows 
sellouts in a few day 
the displayed merchan 
less rapidly 
terest 

Each of the new windov 
ures 25 feet wide and 
Their bottoms 
from sidewalk 
than the former 
display area ha 


(Continued or 


Occasionalls 


and al 


ones 
t} 
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replaced 
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renovating 


allow 
plate 
with 


ooaden 


Edware 


Mike 
e the 
than 
the 
were 


om 


it and 


level, a oot lowe! 


Additional 


old 
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W. E. Stone, right, and the handy glass cut- 
ting machine that has made it possible for 
him to cash in on the multiple turnover and 
long profit involved in cutting and selling 
glass to required size. Using the machine, his 
Store turns a $70 stock of glass five times a 
year at 75 percent gross profit. Below, the 
$70 stock occupies minimum space of 16 x 36 
inches 


New tool produces 


Easy Glass Profits 


By Baron Creager 


} 
4 


A REVOLUTIONARY, automatic, 

simplified and _ fool-proof 
cutter now makes it possible for 
any hardware store to cash in on 
the multiple turnover and extreme- 
ly long profit involved in cutting 
and selling glass to required size 

This has been established in the 
experience of C & S Hardware, 
a suburban store in Dallas, Texas, 
where a $70 stock of glass turns 
five times a year at 75 percent 





gross profit 

In a year on this basis a gross 
profit of $262.50 might not be dazz- 
ling, but there are other advan- 
tages in being able to cut glass 
to size for customers, according to 
W. E. Stone, Stone supplies the “S” 
in the company name, while the 
“C” is from the name of his part- 
ner, J. C. Carter 

“With this cutter there is no 
more laying glass flat,” explains 
Stone with careful measuring, 
manual cutting and a_ resulting 
heavy loss from breakage that 
went along with the old system 

Now, we simply set the sheet 
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SPECIAL 


ideas, designed to 
new and old cus- 
tomers, last helped build a 
$100,000 volume for Kitchen’s, 
hardware dealership of Nederland, 
Texas—a small town with approx 
imately 2,000 population 

Faced with competition from 
eight grocery, feed, and lumber 
tores that handle many hardware 


@recta. sales 


attract both 
yeal 


Picnic supplies, above, tie in 
well with the fishing tackle 
department and attract women 
customers to the store. Right, 
Mr. Kitchen swaps a fish story 
with a customer and puts him 
in a good mood to do business. 
At Kitchen’s, hunters and 
fishermen meet to discuss 
problems and rely on the store 
for advice. Such service is of- 
fered in every department of 
the store, and every effort is 
made to be of service to both 
men and women customers 


SALES 


IDEAS 


build a 8100.000 volume 


lines, Kitchen’s has geared 
to competitive selling 
sorting to 


iness 
sales ideas that 
people to the 
consequently, include set 
appeal to men, women 
children, and they 
the year- round 

Hunters and 
store an ideal spot to spil 


store These dea 


vices that 
and even 
iintained 


are mm 


fishe 


rmen I 
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1 the 
personnel 
Womer 


on new 


problems 
mers find tip cooki 


pliance giftwares, etc 
the 


pennies 


children, 


f 
10! 


free 


gum 
One 
itable lz 
school Kitchen 
conjunction manutacture! 


All the 


were carefully demonstrated 
I 


applian carried by the 
tore 
that 


} } 
school 


Enough food was prepared so 
all attending the 
might i 


ana a 


women 
small 


door prize 


have a sample 
radio wa Riven as a 
We find that many 


till talking about 
, 
| 


women cus- 
omers are the 
cooking 
ter it was 
Kitchen, 

So we plan to sponsor the school 


chool several months af- 


conducted said W. E 
owner of the busine 


as often as possible, becaus 


in the appliance 
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‘zoomed’ following the school 

As an added attraction, the 
store has set up a te levision set in 
the middle of the store and group- 
ed a number of comfortable chairs 
around it, so that customers may 
television 
often 
gram 


merchnhandlist that 


rest and enjoy 
Many 


drop in to see a particular pre 


program custome! 
and they et 
they want 
Several nig! a week 
up in the 
for the enjoyment ol 
Usually, the set 
it three hou 
rticeable 
ignti ilne 
f 
nook 
where 
available 
For children who come i: 
there are free penni 
bubble gum We find that 
make the children 
ne store. it 
parents into the habit 
with them Kitchen 
parents have 
time they come 
dren want to st 
free bubble gum 
Kitchen is a firm 


coul 


aging customers ( pu 
though 
don't have any purchas« 

that fev 


brow 


browse around, even 


The result has beer 
tomers who come in to 
leave without making some p 
chase 

We have 


way to complete a 


found at 


on a Majo 


appliance, or some } arge iten 


At top, Mr. Kitchen 
awards a small ra- 
dio to the winner of 
the cooking school 
door prize. This 
school won many 
women customers. 
Right. a_ television 
nook for customers 
has proved one of 
the most important 
sales ideas used by 
the store. Below, 
during the cooking 
school, new appli- 
ances were dis- 
played and demon- 
strated 
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us Training Plan Solves 


Part-time student employees sharpen a power mower. The re- 
pair shop turns out 18 jobs a day during busy months 


manpowel! 


[' YOU want to lick the 

shortage, vour nearest 

gh school for 

helping 

good trair 
but 
man 

arn a livelihood 


skilled in a 


trade or 


help. You not onl 

yourself at a time wher 
ed salesmen are 
will be 


scarce, 
ving a young 
opportunity to ¢ 
and 
type of work 

Our h 


panding ste: | nd in 


become 


ardware 

recent 

volume in 
1950 


the i 


months we 
crease one 


Thi we believe due 


valuable a stance ol ] 
who have devoted half the 


chool and vacation to 


three young 
men 
Work 
Ing in our behind 
the sales counter 

When I first 
student 
called on inst 


repalr § Pp and 


ded 


the 


dec 
young into 
uctol 
vocational train 
chool Seve 
general 
were con 
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litable young man for our store 
and I heartily recommend that any 
who the 
services of such a young apprentice 
take them into al- 
The instructors have the oppor- 
inity to observe the 
work and they can 
them as to attitude and 
Also, we took into account 

» student's report card of grades 
IQ rating, aptitude test rating, and 
All of these factors 
have some bearing on the appren- 
tice’s ability to find a place in the 
tore and adjust himself to actual 
working conditions 

At our vocational where 
an industrial distributive ed- 
icational program is in effect, stu- 
their training to 
credit for 


progress, as 


deale: decides to obtain 


consideration 
t students in 
choo] shops 
best rate 


rest 


attendance 


school, 


and 


dents who apply 
employment given 
their application and 
reported by thei: 
Therefore 

‘er to be 

that 


are 


employees 
tudents 
cho en by 
willing to 


most of the 
com- 
are train 


SOUTHERN 


By J. W. Wisner, Owner 


J. W. Wisner & Sons 
Rockville, Maryland 


them while they 
There is no 
the 


basis is 


ry 


fixed rate 
chool, but 1 
determin 


nditior 


quired by 
an hourly 
local factors and ce 
When we employ a 
train him from the ground 
I believe that these young 
than ar 
have 


tudent 


train 


might 


easier to 
plicant who 
his 
who 
trained or 
When we employ a new student 
I place him under the direct super 
vision of the manager. One of our 
students had studied in the 
mobile shop in so we 
ed him in simple repair 
store’s shop. This began wi 
mantling and 
ing hand lawn mowers. The 
age student may be retained at 
this type of work for three months 
After he 
and set 
them by 


occupation several 
not 


adjusted elsewhere 


has been a 


school, 
iobs in 


grinding, 


avel 


or longer if necessary 
has learned to sharpen 
lawn mowers, he checks 
actual operation and thus become 
thoroughly familiar with lawn 
mower mechanisms 

Also, this training which we 
here in our shop is supplemented 
by aid that the factory represent 
ative is 


Live 


prepared to 
and instruction Often 
sentative will be here a day or two 
and our young 
mitted to attend any 
sion that the represent 
hold 

If the young student 
a course in automobile engines a 
his school, we give him the oppor- 
tunity to work on mowers 
In this, he is supervised in check 
ing carburetors, putting in 
needle valves, new gaskets 
tuning the engine. When he 
the task 
him to 


Live 


the 


apprentice is pel 
training ses 
tive might 


has taken 


¢ 


power! 


new 

and 
gains 
our 


proficiency in man 


ager permits work on ig- 
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OuR MANPOWER PROBLEM 


nition systems. He may repair o! 
replace sparkplugs, wiring, points, 
condensers, etc Also, he 
learns to check engine compression, 
repair or replace bearings, valves 
or other parts 

After a short period of super- 
vision and training, our young 
students become very efficient in 
shop work and are able to turn 
out a heavy volume of work. This 
has been proven in the company’s 
repair shop. 

Three years ago repairs were a 
sideline for us, with only an oc- 
casional job here and there—per- 
formed in our spare time. Today, 
the repair shop works at capacity 
production, handling approximate- 
ly 18 jobs a day during April, May 
and June. And we even turn work 
away now! 

During the first year of training, 
we pay a part-time student-em- 
ployee the minimum hourly rate 
of 15 cents. We break even during 
this period, with his production e- 
qualling his pay. However, the sec- 
ond year may be expected to be 
profitably productive. Today, I 
have a young student, thoroughly 
trained, who is far more skilled in 
repairing mowers and turning out 
work than I am. 


coils, 


might overlook 
relieve the 


Some dealers 
this opportunity to 
manpower shortage 
their fear of losing trained appren 
tices to other firms. But if you get 
a good, steady and _ interested 
young man, the risk of losing him 
to some other employer after the 
training period is no greater than 
that of losing any other employee 
By checking his steadfastness and 
interest at the time of applicatior 
you can come close to keeping such 
losses to a Minimum 

To date, we have had four part 
time students with us. One was lost 
to military service, another to an 


because of 
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employer who offered a much 
higher rate of pay. The other 
part-time employees have remain 
ed with us during Christmas and 
other holiday periods, as well as 
during vacation and summer 
months, We have reason to believe 
that they will continue to work for 
us after graduating from 
and if they do our interest in them 
and the time spent training them 
will be more than justified 

For the student who is 
for the first time, a job 
more than earning and learning 
It places individual responsibility 

(Continued on page 38) 


two 


school 


placed 


means 


Above, J. W. Wisner & Sons of 
Rockville, Maryland, has shown 
a 33-1/3 percent gain in sales in 
recent months. Owner Wisner 
attributes much of the increase 
to students who work in the 
repair shop and behind count- 
ers during half of their school 
time, vacations and summers 


Left, sharpening saws is only 
one of many services performed 
in the repair shop. Here J. W. 
Wisner, owner, discusses a 
sharpening job with a customer 
who has brought in a hand 
saw. After a careful period of 
training. part-time students 
are able to handle almost any 
repair job that is brought in 





Goodman says it’s easy to 


SELL PET SUPPLIES! 


| we SUPPLIES are a profitable 
sideline and well worth con- 
sideration for the average hard- 
ware dealer, according to W. B. 
Goodman, owner of Biloxi Hard- 
ware Co., Biloxi, Miss. In addition 
te the substantial volume derived 
directly from pet supplies, Good- 
man has realized added volume in 
allied merchandise and stimulated 
sales in other departments by hav- 
ing this line in stock. 

Pet supplies are displayed prom- 
inently beside one of the store’s 
principal traffic aisles and in 
periodic window displays, but 
Goodman never advertises the line 
via newspaper or radio. Harnesses 
and leashes, carried in 12 price 
ranges and varying from 59 cents 
to $1.98, are the principal items 
stocked. 

“These items are excellent re- 
peaters,”’ Goodman pointed out, 
“because most young dogs quickly 
outgrow their harness. Some of 
our customers have purchased 
three sets of harness for their pets 
within 12 months.” 

Goodman takes advantage of 
this repeat business by flanking 
the aisle leading to the harness dis- 
play with merchandise that has a 
strong appeal to pet owners. As a 
result, sales of sporting goods, 
housewares, and small electrical 
appliances have been stimulated. 

Pet supplies are tied in as close- 
ly as possible with sporting goods 
and are displayed on both sides of 
the sporting goods department, 
near the center of the store’s left 
wall. Leashes and chains dangle 
from nails placed high on the 
sporting goods fixtures, so that 
customers may see each item at its 
full length. This point is important, 
Goodman said, because pet-owners 
have varying preferences in the 
length of leashes and chains they 
use on their pets. Harness also is 
hung from nails and is readily ac- 
cessible to customers who wish to 
examine it closely. Believing that 
many pet supply sales are sight 
sales, Goodman encourages cus- 
tomers to browse in this depart- 
ment. 
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By Stuart Covington 


Many dog collars are purchased 
by sportsmen who own hunting 
dogs, and Goodman is able to de- 
velop many additional customers 
for fishing tackle, guns, ammuni- 
tion, and kindred items that ap- 
peal to hunters, by having pet sup- 
plies located in the sporting goods 
section 

Though pet supplies are not con- 
sidered Christmas merchandise, 
sales of leashes, harness and col- 
lars invariably rise during the 
Christmas season, and immediately 
thereafter. The  pre-Christmas 
sales are, presumably, Christmas 
gifts for the pets, while after- 
Christmas purchases are made by 
children who received pets for 
Christmas. 

“Dog harness brings a quick 
profit, because customers are easy 
to sell,” Goodman said. “They 
usually have made up their minds 
before entering the store, and 
there are not very many varieties 


of this merchandise to slow down 
their decisions. The only delay in 
making a sale is in selecting the 
right size harness, and we usually 
are able to help the customer make 
a quick selection by asking the 
kind and age of his dog. 

Harness sales definitely respond 
to show window promotion. “Re- 
gardless of the season, we can al- 
ways tell the difference after har- 
ness and chains have been in the 
window for a few days,” Goodman 
said. 

Harness is featured in window 
displays two or three times year- 
ly, remaining in the window for 
cne or two weeks each time. It 
shares the spotlight with various 
other merchandise, because Good- 
man does not feel it is necessary 
to devote an entire window to this 
single line. However, displays of 
pet supplies invariably attract at- 
tention, and they often bring in 
pet-owners. 
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The display fixture, where al- 

most any paint color or tint 

can be produced, adjoins the 

small appliance display and 

has helped increase sales vol- 

ume in both paints and ap- 
pliances 


Modern sales 
methods help 
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B* CATERING to the modern 
color demands of home-owners 
through services that enable cus- 
tomers to gratify the most exact- 
ing taste in color, Green Hardware 
Co., Paragould, Arkansas, has in- 
creased paint volume more than 20 
percent. Such made 
possible through “color 
bar,” which provides the means of 
producing any custom-made color 
or tint. 

Located at the rear of the house- 
wares section, the special paint dis- 
play fixture may be seen the mo- 
ment the customer enters the store 
A large sign reaches to the ceil- 
ing and directs customers to this 
unusual paint center 

“The modern trend in deep color 
hues, which customers are using 
for interior paints, leaves painters 
little choice but to the color 
bar,” said R. E. Green, vice pres- 
ident of the company. “It has prov- 
ed to painters that they can save 
time and trouble in selecting a 
color and being able to match it 
later.” 

Green solicits the painters’ busi- 
ness and has been successful in 
building a substantial volume of 
sales to these professional work- 


services are 


use of a 


use 


By S. W. Ellis 


men. To assure repeat busine 
from 
the hardware must 
a complete stock of that 


merchandise which 


painters, Green 


Ceale Carry 
accessory 
these cralits 
men needa 

Green often ass 

the ervice ri 
When 
interest 
tints at 


obtaining 
petent painte! 
example 
hundreds of color 


a wom 
shows 
the col 
or bar, she is asked if she will en 
ploy a painter. If s« 
the store will recommend a reliabl« 
pain‘ter 

In many instances, the woman 
intends to do her own decorating 
and brings in a sample of 


protessk nal 


fabri 


Paint responds to special promo- 
tion says R. E. Green 
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she will 
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be matched with 
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determine 


ask for 
kitchen 
sales person 
what aint furniture 
woodwork o1 
gests how to prepare the surface 
apply the paint, handle the br 
and keep tiie paint job in goo icon 
with waxes 


store does not finance paint- 


and then sug 
ishes 
dition and cleaners 
The 
ing or 
The expensive pa 
which call 
who attends to 
owne! who 


sell paint on time payment 
nt jot 

for a paint 

financ 

nome own 
painting usually ps 
Spare-time painters 
thei 

week-ends, often 


men who 


paint own homes over a ser 


es of buy a gal 
whatever! 


the 


lon of paint at a time, or: 


amount they wish > ove! 
week-end 
Paint responds 


Green sai 


pecial 
People no 


pro 
motior 
longer price basis 
Good familiar 
brands advertised in national mag 
and attractive display will 
ell paint. Now that people 
are living in homes, the 
home-owner does much of his own 
And he likes 
store that gi 
paint 

The often 
more color-conscious than the pro- 


buy Paint on a 
service backing 
azines 
more 
smaller 
painting to buy at a 


ves special service on 


amateur painter is 
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fessional, and takes deep pride in 
carrying out some original idea in 
color,’ Green pointed out. “Thus, 
our new color bar is our acknow- 
ledgement of his fine color sense 
It encourages him to buy paint and 
get to work immediately.’ 

Green often coordinates the col- 
or bar with current articles on col- 
or that appear in popular maga- 
zines. By opening a magazine at 
the article, and placing it on the 
bar or in a window display of paint, 
he lets customers know that they 
can buy the paint in their own 
home-town 

The 20 percent increase in paint 
volume was no accident. Owners of 
this business wanted more paint 
profit, and they went after it 

Some remodeling was carried out 
in the store to accommodate the 
color bar in a convenient corner, 
where it would be seen from the 
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Above, the modern- 
ized housewares de- 
partment leads to 
the paint display 
and the small ap- 
pliance section in 
the rear of the store. 
Left, the television 
department is read- 
ily. seen by cus- 
tomers seated in the 
paint section. Be- 
low, craftsmen’s 
tools are often 
needed by paint 
customers and are 
placed within easy 
reach 


balcony as well as from the lower 
floor. To the left, directly adjoin- 
ing the paint display, is the small 
appliance section where me rchan- 
dise is shown against a background 
of rich burgundy 

“We selected burgundy for a col- 
or scheme on the color bar and ap- 
pliance section because burgun ly 
is handsome, unusual, and subdued 
enough not to detract from the 
merchandise,” Green explained 

Since the paint display fixture 
was installed, housewares sales 
have shown a substantial increase 
“The color bar helps to sell house- 
wares,” Green said. “When we 
placed the color bar at the real 
of the housewares section we de- 
liberately planned for the extra 
volume that we felt would develop 
indirectly.” 

In planning the new color bar, 
it was arranged for customers to 
enter the major appliance section 
through a door just to the right of 
the bar. No customer can sit at 
the bar without seeing the televis- 
ion sets through the open door 
“Television, like our color bar, is 
impressing our customers with the 
fact that we keep up with modern 
trends and tastes,’ Green pointed 
out 

Because people are color-con 
scious now, the store dramatizes 
color. Letterheads and other sta 
tionery are printed in green ink 
to play up the name. Even green 
typewriter ribbons are used, for 


ordinary correspondence as well as 
for advertising letters. To round 
out the color symphony, the firm is 
located in Green County, a fact 
frequently emphasized in advertis- 
ing and special promotions 
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There's something about new, 
strong steel chain that appeals to the average man 


The other day I opened up an ACCO-PAK some excuse to buy a length of that chain 

of 4%" Proof Coil Chain—put it on my _ so that he could take it home and put 

counter. Just left it there—went on about’ it to work. 

my business. * You know it didn’t seem any time at all 
First man that came in looked at it a_ till I'd sold the whole 150 feet and opened 

minute. Then he couldn't resist dipping up another ACCO-PAK. 

in and taking hold of that chain —letting It’s just like the American Chain jobber 

it slip through his fingers— playing with salesman said. ‘‘Chain is one of those things 

it, sort of. it pays to keep out where men can see it and 
I could see he was trying to think of get their hands on it.”’ 


Sure, I sell AMERICAN-—the complete chain line 


¢o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, Sen Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Lach must pass” Nt 
Searching SCREEN 7e sts 


No aspirant for Hollywood stardom undergoes more searching 
and exhaustive screen tests than Gold Strand Wire Screening 

Rigid standards of testing and inspection insure that Gold 
Strand Screening will give long-lasting resistance to corrosion 
and other destructive effects of weather and time. 

Gold Strand Insect Wire Screening® is supplied in Galvanoid, 
Aluminum and Bronze and is manufactured in strict accord- 
ance with U. S. Department of Commerce Standard CS-138-49. 

For additional information write our nearest sales office or 
consult your classified telephone directory. 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorade 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 


WICKWIRE SPENCER STEEL DIVISION — Atlanta, Boston, Buffalo, Chicage, 
Detroit, New York, Philadelphia 


GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF THE COLORADO FUEL AND IRON CORPORATION 





Equipped throughout with mod- 
ern fixtures and fluorescent light- 
ing, the bright and attractive store 
silently repeats the slogan that is 
used in all advertising and on let- 
terheads: “You’re Always Wel- 
come at Green's.” 

+ 


Our Manpower Preblem 


(Continued from page 33) 


upon him. The satisfaction of put- 
ting out an acceptable job that a 
customer is willing to pay for 
gives him an added stimulus to 
better and more efficient produc- 
tion. And he gains confidence and 
self-esteem, which are essential to 
good, responsible work 


Successful Plan 


We have had students from the 
selling classes, as well as from the 
shop courses, and each has per- 
formed satisfactory work. Wood- 
shop students are prepared to give 
customers assistance in many home 
repairs, and with their training in 
handling tools and knowing the 
qualities and treatment of mater- 
ials, they apply themselves to solv- 
ing many repair problems that are 
brought into the store 

Thus, with the knowledge that 
they gain in classrooms, plus the 
training and supervision that we 
give them in our shop and store, 
these part-time employees have 
proven valuable in helping us solve 
the manpower shortage. And we 
have noted a substantial gain in 
business since they joined our 
company 


° 
Easy Glass Profits 
(Continued from page 29) 


for a piece of glass bigger than 
36 inches on one dimension, he 
says, “for practically all of ou 
glass orders are domestic, as I im- 
agine they are in most hardware 
stores handling glass. Bigger or 
ders would naturally be in the 
commercial or industrial class 

“We have been in business for 
more than six years, but until last 
March, when we installed this cut- 
ter, we turned away a lot of glass 
profit. Everyone who asked for 
glass was sent to a dealer a mile 
away. We kept getting inquiries 
and it became apparent we would 
have to go into the glass busi- 
ness in self defense. But I doubt if 
we would be handling glass even 
now if it were not for the ease 
made possible by this cutting ma- 
chine.” 
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5” Ogee or Half-Round—smooth 
or stipple-embossed finish. 


3” plain and corrugated round 
downspouts. 2%” x 3%” 
downspouts for Ogee. 


Complete accessories. 


REYNOLDS | 


Whatever may be the immediate situ- 
ation on production of aluminum 
gutters, you can be sure they are a 


permanent fixture in the building 


supplies and hardware business. And 


the big reason is that these gutters 
¢ a permanent fixture on each lucky 
ustomer s home rustproof, corro 


ling to be 


sion resistant, never nee 


ited, never staining the w 


GUTTERS and DOWNSPOUTS 


Slip-joint connectors make them easy 
for anybody to put up. It's a quick 
sale, for a quick job! Check your job 
ber for existing stock remember 
aluminum’s expanding capacity 
promises increasing supply. Mean 
Mail the coupon 
Reynolds Metals Company, 
Building Products Division, Louis- 
ville 1, Kentucky 


while, get the fact 


Reynolds Metals Company, Building Products Division, 


2007 South Ninth St., Louisville 1, Kentucky 


Please send ful! information on 
] Insulation Gutters 


Name 


Address 


Flashing 


~ REYNOLDS. ALUMINUM 


RESIDENTIAL WINDOWS 


REFLECTIVE INSULATION 


FLASHING NAILS 
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WEATHERBOARD SIDING 


CORRUGATED AND 5-V CRIMP 
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a ) 

fete m= go call 
Get Quality Buffalo Bolts in 


@ Cheer up! Buffalo Bolt de- 
signed the Handy-Pack just for 

ou to end the nuisance of spilled 
ty There’s no premium for 
Handy-Packs...and as an added 
bonus they bring you the world’s 
best bolts. Order today. 


HANDY -PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 


FEATURES @ Cartons are re-shippable without tying or w rapping. 


@ Covers make durable open drawers for bolt cabinets. 


@ Can be ordered in carload or less-than-carload lots. 





cyuntiet Write for circular on q ities and weights of Hondy-Pack Cartons 
cuit 
qed BUFFALO BOLT COMPANY 
Division of Buffalo-Ex lipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS « NUTS + RIVETS AND SPECIAL FASTENERS 





When C & S Hardware did get 
into the glass business, it was with 
an outlay of only about $150, for 
the sheet stock at the start was 
somewhat smaller than the $70 in- 
ventory of today. 

This stock of standard sizes oc- 
cupies space little more than 16 by 
36 inches and it was deliberately 
located in the stock room at the 
rear of the store. Having a propri- 
etary interest, customers buying 
glass naturally follow along to the 
glass stock location. This takes 
them twice the length of the store 
Stone thinks this traffic is highly 
valuable, and he comments 


Impulse Sales 


“Of course, it is very difficult 
to say how many impulse sales re- 
sult from such traffic. But I would 
say impulse purchases by glass 
customers are substantial. Perhaps 
our policy of keeping 100 percent 
of stock on display, with nothing 
behind doors or otherwise out of 
sight, is partly responsible. And 
since we handle some major appli- 
ances as a sort of side-line, we 
never know, for illustration, when 
a 25-cent glass sale wil] result in 
a $300 appliance sale 

“So I enthusiastically recom- 
mend the glass business to any 
hardware store with a residential 
class of trade. It does not matter 
if there is a nearby competitor in 
the form of a lumber yard or paint 
store. People naturally expect a 
hardware dealer to have glass and 
they will forever come and ask fcr 
it. If you have it, the traffic can be 
made quite valuable 

“I will admit that I didn’t want 
glass business when I had to first 
clear off a table, lay the glass flat, 
measure it and all that. It was a 
nuisance and there was too much 
breakage. But there is no waste 
of space and no breakage, with 
this machine. Yet the big attraction 
is the ease, the simplicity and the 
speed with which one can now 
cut a piece of glass to size. Any 
girl clerk in any store can operate 
this cutter.” 


Manufacturer’s Chart 


Handling glass is further simpli- 
fied at C & S by reference to the 
manufacturer's chart, which speci- 
fies the retail price for all sizes 
of cut glass. The store deviates 
slightly from the chart by charg- 
ing to the nearest 5-cent unit. That 
is, if the chart specifies 24 cents 
for a small cut, the charge is 25 
cents and, similarly, 50 cents 
where the chart calls for 48, 
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Leading dealers standardize on 
Stanley Screw Drivers ... and 
boost their sales and profit. 

Many dealers know, too, 
that the Stanley line of Screw 
Drivers is complete. There’s a 
style and size for every job— 
made with various length and 
width blades, with wood or 
composition handles, for 
slotted-head or Phillips screws 

and all priced to turn 
prospects into quick sales. 

Put yourself in this profit 
picture by featuring the tools 
Stanley 
the favorite line everywhere. 
Check your stock and order a 
supply of Stanley Screw 


the craftsmen use 


Drivers next time your job- 


ber calls 


STANLEY 


for greater 


Screw driver sales 


THE TOOL BOX OF THE WORLD 


[ STANLEY ] 








Ne. 20 Famous “Hurwood” Screw 
Driver. Blade, shank and head forge 
from one piece of finest alloy steel 
Precision formed tips hardened, tough- 
ened and machine crossground to size 
large, comfortable hardwood hondle 
with deep flutes ond durable block 
satin finish. Standard bloede and tip 
Polished biode. Available in 2 3, 
4, 5, 6, 8, 10 and 12” blade lengths. 


Ne. 25 Alloy stee! blode tempered 
entire length. Bolster construction gives 
extra strength. Accurately crossground 
tips insure snug fit in screw slot 
Hardwood handle fluted, highly pol 
ished. Stondord biode and tip 
Available in 2',, 3, 4, 5, 6, 8, 10 and 
12° blade lengths 


No. 45 All the feotures of the No. 25 
with thin blode and parollel-sided 
tips, for following countersunk screws, 
and for electrical connections. Available 
in 2‘y, 3, 4, 5, 6 and 8" blade lengths 


No. 2702 For Phillips Screws and Bolts 
Specially hardened and tempered for 
moximum weor resistance when driv 
ing self-tapping screws. Precision mo 
chined bors with gauged points assure 
occurate fit. Fluted hardwood handle, 
natural finish. Mode in 4 point sizes 
for all Phillips Screws 


HARDWARE e¢ TOOLS e« ELECTRIC TOOLS « STEEL STRAPPING « STEEL 
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AGHA TRE 


DECORATED 
BUILDING PAPER 
for 
BEAUTIFUL WALLS 








RED BOW DESIGN 


Tack Tt or Paste Wt 


There's a bright beautiful Wallrite design 
for every room in the house 


Manufactured Exclusively by 
FLEMING & SONS, INC. 


Dallas, Texas 


(NEWSPAPER MATS identical to this are available to dealers) 





SOUTHERN 


The minimum charge is 25 cents, 
unless the order comes from scrap. 
The store does not make any in- 
stallations. 

o 


Stere Front Modernization 
Helps Increase Volume... 


(Continued from page 28) 


backs, so that passers-by may look 
through to the rear of the store. 
Exteriors of the windows are 
framed in strips of stainless steel 
(the overall store front has been 
finished in black structural glass, 
with white inset lettering), and the 
interiors feature attractive green 
mouldings, The floor of the display 
area is covered with matching tile, 
while sidewalls and ceilings are 
finished in imitation oak panel- 
ing. Two two-tube fluorescent 
lights in each window offer ample 
night-time illumination and re- 
main on each evening until 9:15. 


Displays Changed 


To take advantage of the inter- 
est aroused by the new windows, 
displays are planned carefully and 
changed often. Secondary displays 
remain a week, while popular sea- 
sonal merchandise is featured for 
two weeks. Windows are never 
crowded with merchandise, but are 
filled with a few items tastefully 
arranged for maximum display 
value. Sporting goods, housewares, 
garden and carpenter tools receive 
top promotion, with other season- 
al merchandise receiving the spot- 
light at proper intervals 

In season, the store features a 
baseball, football, tennis, basket- 
ball, fishing tackle and hunting 
window, each usually remaining 
two weeks. And each display, said 
Mr. Byrnes, pays big dividends 
More than a dozen stores in Cor- 
inth sell sporting goods, but Byrnes 
receives a large share of the busi- 
ness, since the windows were re- 
modeled 

“We do very little advertising,” 
he said. “We let our windows do 
it for us. We now have no doubt 
that when a store front is attrac- 
tive, passers-by like to look at it.” 


+ 
Special Sales Ideas 
(Continued from page 31) 


with so much competition. Well, 
there is just another instance of 
having the customers’ confidence. 
Because of that confidence, our 
sales ideas have produced extra 
good results for us.” 
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Hodell Dog Chain assort- 
ment includes 12 chains 
complete with snaps and 
holders, on attractive two- 
color metal display hanger. 


Your customers are pre-sold 


wQustHOlp 
CHAIN 


they know the 


Hodell name! Plan now to stock the full 


line of Hodell Chain 
Hodell **Silent Salesman” 


customers’ attention! 


Hodell “Chainvender” is available 
with six different fast-selling as- 
sortments. Put it together with 4 
drums of Proof Chain in the four 
most popular sizes for a complete, 
compact chain department. 


Hodell Porch Swing Chains are 
pockaged one complete set to 
@ carton, clearly and color- 
fully labeled. 
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display it where the 
ean catch your 


Hodell Household Chain counter display conteins 
four most popular sizes of small chain for house- 
held use. 50 feet of each per reel: No. 16 Single 
Jack, No. 2 0 Safety, No. 18 Register, No. 7 Bulideg 


HODELL 
CHAIN 


Sewe the Bee 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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Retail Sales to Shew 
Increase in 1952... 


THE LULL IN consumer spending 
that plagued retailers through the 
summer and fall seems about to 
come to an end. Consumers, with 
fat savings accounts, are heading 
into the market again, and most 
economists are now predicting that 
retail sales will again move to a 
high level in 1952. 

Disposable income has gone up 
to an estimated $226 billion a year 
—an increase of $19 billion over 
the third quarter of 1950. As the 
defense program continues to ex- 
pand, jobs also will continue to 
expand. In turn, it is expected that 
wage rates will continue to rise in 
1952. 

While industrial production is 
heading slowly up, most of the 
gain is in the arms industries, and 
this lag in consumer production, 
according to the Federal Reserve 
Board, results from lower demand 
rather than from any shortage of 
materials. But consumers, after 
months of digesting their pur- 
chases made in the period of scare 
buying following the outbreak of 
war in Korea, are ready again, 
and in most sections of the coun- 
try merchants are looking forward 
to a record surge of Christmas 
buying. 


Meanwhile, inventories are com- 
ing more into line, and as demand 
builds up, retail prices in 1952 are 
likely to edge up higher. Much of 
the gain in income will go to city 
dwellers, while the farmer will 
show little gain in income in 1952, 
in the opinion of the experts. Ac- 
cording to their estimates, in- 
creases in farm prices will just 
about cover the rise in farm costs 

Meanwhile, construction activ- 
ity, presently squeezed by short- 
ages of materials, again will be- 
come an important factor in the 
economy in mid-1952 as the steel 
supply is expected to be sufficient 
by that time. 

a 


Cotten Prices Show 
Slight Increase ... 


FOLLOWING A DECLINE in 
that continued for five consecutive 
months, prices received by farm- 
ers for cotton lint in mid-October 
averaged 36.21 cents per pound 
This was 2.48 cents above a month 
earlier, but 2.69 cents below a 
year ago. The mid-October index 
at 304 percent of the 1910-14 aver- 
age is the third highest on record 
for the month, having been ex- 
ceeded only in October 1950 and 
1946. Since October 15, average 
prices on the 10 spot markets have 


prices 
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Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 





strengthened, rising from 36.62 
cents per pound to 37.95 cents per 
pound on October 29 

Meanwhile, the government in 
early November reduced its esti- 
mate of this year’s cotton crop by 
seven percent and said that the 
final harvest may be cut even 
more because of severe freezes in 
November. Cotton futures soared 
to $10 a bale. 

The Department of Agriculture 
estimated this year’s cotton crop 
at 15,771,000 of 500 pounds gross 
weight as of November l—a re- 
duction of 1,160,000 bales from the 
October 1 forecast. The reduction 
in prospect may lead to re-estab- 
lishment of government limita- 
tions on exports in order to pro- 
tect domestic needs. Last year the 
government put cotton on a rigid 
export quota system because of a 
small crop. 


* 


Farm Prices Received 
Show Increases ..... 


PRICES RECEIVED by farmers in- 
creased during the month ended 
in mid-October, interrupting the 
downward trend that started in 
March, the Bureau of Agricultural 
Economics reported recently. The 
Index of Prices Received by Farm- 
ers on October 15, at 296 percent 
of the 1910-14 average, was up 5 
points (2 percent) from mid- 
September and the highest of 
record for October. Higher prices 
for cotton and for dairy products 
were leading contributors to the 
increase 

. 


Seutheastern Wholesalers 
Report Sales Gain ..... 


DURING THE FIRST eight months 
of 1951, southeastern wholesalers 
regisiered a sales volume of nearly 
a billion dollars, according to a re- 
port from the Census Bureau 

The sales included $727,887,000 
in the South Atlantic area and 
$259,931,000 in the East South 
Central section for a total in the 
Southeast of $987,818,000 
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GARDEN 
TOOLS 





These unique tools were developed in 
accordance with the advice and suggestions 
of mony expert gardeners, who required 
something better than the average in garden 
hoes and mattocks. 

They ore sufficiently light to prevent 
fatigue, while retaining the superior hang, 
balance, rigidity and freedom from torque and 
bounce, which only forged tools can provide 

The attractively finished heads are packed 
for shipment in strong cartons, one doien to 
the carton. 

Nos. DB, BP, and GH are furnished with 
polished 4 ft. and 4% ft. ash handles. 

Nos. LC and AE are furnished with 36 
inch long hickory handles finished in ivory 


WARWOOD TOOL COMPANY -_ = 


WHEELING, WEST VIRGINIA MAKES THE DIFFERENCE 
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Marvin C. Bonine, who joined 
Yale & Towne as assistant to the 
works manager of the Stamford 
Division and has been director of its 
industrial relations department dur- 
ing the past year, has been named 
to succeed Mr. Pantas as works man- 
ager of the Salem Division 


o 


Yale & Towne Announces 
Two Managerial Changes 


Two major promotions in the 
management of the locks and hard- 
ware manufacturing operations of 


Hodgman Appoints Hall 
S. E. Sales Representative 


Hodgman Rubber Co., of Framing- 
ham, Mass., has announced the ap- 
pointment of Vernon P. Hall, 209 
Palme.to St., Thomasville, Ga., as 
representative in the south- 
eastern territory 


sales 


Leo J. Pantas 


Manufacturing 
York, were 
Gilbert W 


& Towne 
Co., New York 17, New 
announced recently by 
Chapman, president 


The Yale 


Vernon P. Hall 
As sales representative for Hodg- 
man Rubber Co., Mr. Hall will cover 
the entire states of Georgia, Ala- 
bama, Mississippi, North and South 
Carolina. 


Marvin C. Bonine 
Leo J. Pantas, works manager of 
the Salem, Va., Division, has been 
appointed general manager of the 
Stamford Division, succeeding Milo 
F. McCammon, who resigned to ac- 
cept a position with another com- 
pany. Mr. Pantas has successively 
managed two of Yale & Towne’s 
divisions during the past six years. 
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Camillus Cutlery Co. 
Publishes New Book . 


Camillus Cutlery Co., Camillus, N 
Y., has published a new book, 
“Camillus Digest,” outlining the vari- 
factors that make up the 75 

of business experience of the 


ous 
years 
firm 
The book, edited by Alfred Lief 
and published by the Columbia Uni- 
Press, is in digest form. In 
the different aspects of 
are portrayed in in- 
that the reader 


versity 
the digest 
the business 
dividual sections, so 
may quickly select that which is of 
most interest to him, or read 
through the entire 48 pages 

Camillus has published the book 
in honor of the Seventy-Fifth Anni- 
versary of the founding of the busi- 
ness October 1, 1876, when Adolph 
Kastor started his store as a hard- 
ware wholesaler, The story of the 
business from that day to the present 
is told by Mr. Lief in the digest 


* 


Sutcliffe Representatives 
Attend Sales Meeting ... 


the Sut 
sporting 


The 
cliffe 
goods 
18-20 in 


fall sales meeting of 
Co., Louisville, Ky., 
wholesalers, was held October 
Louisville, with the com- 
pany’s 15 representatives cov- 
ering most of the South in attend- 
ance. Merchandising plans and pro- 
gram for the spring season were dis- 
cussed. 

Delegates to the 
optimistic about the coming 
and company officials predicted 
increase in sales of between 15 
20 percent, it was announced 


sales 


meeting were 
season, 

an 
and 
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SII “<< © 
AND Es ~ee FINISHED NUTS 


i ih 4 
—— Strip and 
slip are stran- 
gers to Republic 
Upson Products. W hy? 


Because threads are clean, 

accurate, tough—able to take 

heavy torque... because shanks 

are round, right-sized and rugged 
..and because wrench-fit on nuts and 


bolt heads is snug and secure. You can 


count on Republic Upson for uniform high 
quality. Why not call on its 20,000 shapes and 


sizes for standard bolt and nut needs? 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. 
LJ 
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G. F. Wright Helds Annual 
Sales Conference ...... 


At the 30th anniversary and sales 
conference, held November 8-9 in 
Worcester, Mass., the following sales 
representatives were in attendance 
Melvin E. Haas and Walter J. Mor- 
rison of Chicago; Paul G. MacIntosh 
and Stanley Grau of Cincinnati; Ed- 


M. R. Peck, MeKay 
Executive, Passes . . 


M. R. Peck, vice president of The 
McKay Co., Pittsburgh, Penn., died 
of a heart attack October 25, 1951, at 
his home in Pittsburgh. Born June 
25, 1884, he was a native of Brook- 
field, Vt. 


until his death held the position of 
vice president. Mr. Peck represented 
The McKay Co. in many of the im- 
portant trade associations, including 
The Chain Institute, The American 
Hardware Manufacturers Associa- 
tion, and The National and Southern 
Wholesale Hardware Associations 

He is survived by a daughter, 
Isabelle Ripley Peck; a son, Robert 


McKay Peck; a sister, a brother, and 
two grandchildren 


* 


A. P. Lering, Plymouth 
Cerdage Executive, Dies 


mund L. Hornibrook and Davis C ‘ 
Hornibrook of Atlanta; Robert A & 

Morrison and Robert A. Morrison, ; 

Jr., of Portland, Oregon; Louis S 

Lewis and Louis B. Lewis of Los 

Angeles; Harry E. Martin, Buffalo 

David G. Baldwin, John D. McLean, 

and Edwin Ballinger, New York 

Marshall Carroll, New England; 

Lawrence L. Wilson, Philadelphia; 

Rafael Rodriguez, Puerto Rico; Law 

rence J. Baldwin and James Baldwin, 

New Orleans; Henry Worthington, 

Baltimore; George F. Wright, James 

Barber, George A. Booth, Marjorie 

Frost and Elsie Strong, Worcester, 

Mass. 
There 

gress in 


Augustus P. Loring, Jr., 68, chair- 
man of the board of the Plymouth 
Cordage Co., Plymouth, Mass., died 
October 1 at his home at Pride’s 
Crossing, Beverly Farms, Mass., after 
a long illness. A director of the Cord- 
age company since 1913, he also 
served as president from 1939 to 
1942, when he was named chairman 
of the board 

“Pro Mr. Loring was active in business 
d and charitable organizations in Bos- 
S. Knapp; “Supplies and Raw Ma M. R, Peck ton and was president and director 
terials,” G. B. Cunningham; “Serv of the State Street firm of Loring 
ice to Trade,” J. Barber: “The Mr. Peck was prominent in the Coolidge Service Corp. He also was 
Growth in T. V. Strand,” G. A chain and electrode industries for president and director of the Gal 
Booth; “Freight Rates and Traffic - many years. After graduating from veston-Houston Co., president of the 
Problems,” O. T. Fagan; “Prospects the University of Vermont, he be- North Texas Co., director of the Bay 
for Greater Production,” G F came associated with the Standard State Corp., director of the Boston 
Wright; “Building and Plant Modern Oil Company of California. In 1927 and Maine Railroad, Fall River Gas 
ization,” M. W. Wright, etc. he joined The McKay Company and Works, Houston-Mifflin Co., Haver 


were discussion on 
Plant Equipment,” by A 





a better PROFIT 
on a better 


Reliable, SAFE, 
powerful weapons 
GUARANTEED 

FOR ONE YEAR 

at much lower prices. 


Model “A” 
.25 Cal 
“Fetherlite” 12% oz. 


Retails as low as... $3995 
NATIONALLY ADVERTISED in 14 leading sports 
and men’s magazines to 8,769,486 readers. 

TRIPLE SAFETY FEATURES 
@ THUMB SAFETY .. . Pushed up, the W.A.C. cannot be fired. 
@ MAGAZINE SAFETY ...fo fire, must be fully in place 


@ GRIP SAFETY .. . must be grasped in hand to be fired. 
FREE? A Powerful Display in Vivid Colors. Write NOW for 
prices, dealer discounts and further details. 


Model "CC" — 
32 or .380 Cal. 
Model “DD” — 
-32 or .380 Cal. 


DEPT. SH-12, 411 E. PICO BLVD. 
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Light: Shovels ) 
Ligh Work’ C 


Featherlite 


SHOVELS ARE 
REALLY LIGHT 


AMES BALDWIN WYOMING CO. 
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BIG DEMAND FOR 
NEW 


NEW 
ALUMINUM 
FRAMELESS 
TENSION 
SCREENS 





Sealed Tight... 

Held by tension. 
Exclusive sill bar adjusts 
to off-level sills. 


\ 


PROFITS FOR YOU! 





It’s the smart way to cut screening costs, reduce maintenance and 


add convenience to homes and apartments! Sell these new-type 


Keystone Aluminum Tension Screens for all double-hung windows! 
Cash in now—thousands of prospects! 


Saves 25 minutes per window in installation time. 


Easily in- 


stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
able sill bar assures tight fit on uneven windows. Easily replaced 
screening. Low first cost, low upkeep, neat appearance. Investigate! 


Easy to Install 


Easy Handling 


s= 





KEYSTONE GROWING FAST IN POPULARITY! 


North Carolina Distributor says: “Our volume has 
increased considerably. Builders and consumers 
find it more economical to install Keystone Ten 
sion Screens. Customer satisfaction proven with 
out a doubt. 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing projects 
in this vicinity. These screens far superior both 
in quality, appearance and durability to any other 
type of screen window. Also, most economical 
Georgia Jobber says: “Keystone Tension Screens 
are most satisfactory. They have certainly gained 
in popularity. Used on several large housing 
projects in this territory, and countless thousands 
of individual homes 





A. P. Loring, Jr. 


hill Gas Light Co., Massachusetts 
Hospital Life Insurance Co., and 
New England Trust Co 

He is survived by six children, in 
cluding Augustus P. Loring III, also 
a director of the Plymouth Cordage 
Co. 

The Lorings always have 
closely connected with the company 
Caleb Loring, great-great-grand 
father of Mr. Loring, was one of the 
founders and the company’s first 
treasurer. The clerkship of the board 
of directors was filled by four 
Lorings in year 
three Lorings, grandfather, father 
and son, have been presidents of the 
company between 1890 and 1942 
when A. P. Loring, Jr., became 
chairman of the board 


been 


succession for 53 


. 


Rockwell Appoints Owen 
Advertising Manager . . 


Samuel P 
specialist in the 
industry, has been appointed adver- 
tising manager of the Rockwell Tools, 
Inc., Columbus, Ohio 

This firm, manufacturers of hand 
saws and saw blades, was recently 
acquired by the Rockwell Manufac- 
turing Company to augment its Delta 
Power Tool Division 


Owen advertising 
portable power tool 


Samuel P. Owen 


SOUTHERN HARDWARE for DECEMBER, 1951 





with men who know 


FINE TOOLS 


SWEDISH “- 


woopD CHISELS 


¥ Me 
\ Craftsmen who want the finest 
‘ in wood chiseis clways ask for 
\ r Gensco Swedish brand. They appre- 
ciate the superior Swedish steel blades 
: that take and hold such a keen cutting edge. 
Many still wont the original curly birch handles — 
while others ask for the unbreakable Tenite ti handles . . . 


Better stock both. 


oe 


. And everyone agrees 
Gensco’s protective coating 
is great . protects blodes 
from nicked edges or rusting 
in stock . . . peels off quick- 
ly when ready for use. 


Wora 
NG KNIVES 


HUNTI 


Hand forged, hand honed Swedish 
steel blodes with curly birch handles. 
All complete with lecther sheaths, 
some with metal guards. Economi- 
cally priced for volume selling. 


4-color display free with 7, 14 or 21 
knife deal. Seven styles on boord 


WRITE FOR LITERATURE WRITE FOR PRICES 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1806 North Kostner Avenue « Chicago 39, Illinois 
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Old Hi Says 


Your H-1 man 
can be 
a life-saver 


Your H-I man knows tackle and the tackle business 
because tackle is his business. Doesn't it make sense to rely 


on him for sound advice on tackle buying and selling? 


He’s in a perfect position, too, to supply you with exactly 
the right tackle that's right for your area. That's because 
the H-I line is complete— 29,000 items, including complete 
equipment for every fisherman and every kind of fishing 
He'll show you H-I Power Glass Rods — the largest line, 
greatest values in the field—-bamboo and steel rods, reels, 
lines and lures. It’s the H-i line, one great source for all 
your tackle needs 

Ask about national advertising and promotion. Your H-| 
man will give you details on H-I's outstanding 1952 cam- 


paign, and how easily and economically you can tie in. 


your H-| man. See him — or 


ORROCKS 
BOTSON 


UTICA, N.Y. 


hing Tockle in the World 


Rely on your tackle man 


write us direct 


<Z 


Manufacturers of the Largest Line of F 


5| 





CHENEY 


Tel Martel Cellars 


atelsiliilaas 


Christmas holiday 
s this yeor stock the 
ney Nail 


For 
sale 
famous Che , 
Holding Silver King we 
dividually packaged in 
a beautiful Yuletide 
gift box. Makes = 
ideal gift suggestion" 
ers.Of- 


for your custom 


r now through your 


HENRY CHENEY HAMMER 
CORPORATION 
LITTLE FALLS, N. Y 





Mr. Owen was formerly 
advertising manager of Skilsaw, Inc 
and prior to his new appointment 
served in copy, contact and planning 
capacity with Marsteller, Gebhardt 
and Reed, Inc., Chicago, advertising 
agency for all divisions of the Rock 
well Manufacturing Co. His back 
ground includes direct selling 
experience in Rockwell Tool’s key 
markets 

Mr. Owen is also widely known in 
the motor boat racing field as a 
writer and as a driver in the high 
peed inboard 


asssitant 


also 


hydroplane classes 


° 


Clarke Appoints Cooper 
Sales Manager ....... 


Ernest Cooper, president of Clarke 
Sanding Machine Co. Muskegon, 
Mich., has announced the appoint- 
ment of Hal Croskey to the position 
of sales manager, effective Octobe: 
1, 1951 


Hal Croskey 


Mr. Croskey joined Clarke Sanding 
Machine Co. early in 1947 as division 
manager of Clarke’s Los Angeles 
Sales and Service Branch. He was 
transferred in November of 1950 to 
Clarke’s New York City Branch, 
where he served in the same capac 
ity 

Formerly associated with 
year Tire & Rubber Co., and late 
with Sears-Roebuck & Company as 
a buyer, Mr. Croskey has 
background of merchandising 
sales experience 


Good 


broad 


ana 


° 


Linen Thread Promotes 
Dahistrom and Hewins . 


The Linen Thread Co., Inc., Pater 
son, N. J., announces the promotion 
of two of its key executives. Theo 
dore Dahlstrom has named 
general sales manager, and Roger C 
Hewins has 
the company’s 


been 


been made manager of 


New York Office 


SOUTHERN 


Theodore Dah!strom 


Mr. Dahlstrom, who ha een with 
The Linen Thread Co 1918, has 
moved upward to his nev 
position through the 
man, assistant manager of the New 
York Office, member of the head 
manufacturing office in Paterson 
and New York branch manager 

Mr. Hewins, formerly with the 
Essex Rubber Ce and well-knowr 
in the shoe leather industry 
joined The Thread 
salesman in_ the Bostor 
1935. He was moved to 
New York Office in 1944 


worked in the Patersor 


since 
steadily 


ranks of sale 


ana 


Liner 


. 


New Officers Elected 
By American Pad. . 


At a recent board meeting, Henri 
M Mare, vice president of The 
American Pad & Textile Co., Green 
field, Ohio, was elected 
the concern 

Born in 


president of 


France, Mr 
uated from Carnegie 
Technology in chemical en 
n 1922. Thereafter he iated 
for a number of years with the Mel 
lon Institute of Industrial Research, 
the Philip Carey Mfg. Co., and the 
Cc. J. Tagliabue Mfg. Co. He ha 
been with American Pad for the past 
four years, during which, in additior 
to his managerial duties, he con 
the company’s research pro 
gram and developed product 
for the sporting goods, automotive 
and furniture fields 

Also 
tion of Ned C 
eral manager to vice 
in charge of sales; Donald W 
from works manager to 
dent in charge of nm 
and Russell Kerr, fron assistant 
treasurer to treasure! 

Mr. Herrold came 
in 1946 
joined American Pad in 
turned as works 
after having spent four 


Marc grad 
Institute of 
ineering 
was asso 


ducted 


new 


announced was the pron 

Herrold, from gen- 

presider¥ 
Hindes 


presi 


sales 


vice 


inufacturing 


American Pad 
er. Mr. Hinde 
1939 and re 
1946 
years in the 


as sales manag 


manager in 
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[i } 
“*..and to my son, John, | bequeath our hei adele tek ena ie 





family TROJAN jG SAW BLADE”’ hinges have been known for their 


T ' 3 fine materials and workman- 
ROJAN Saw Blades are still going 
strong when you'd expect them 
to lose their teeth 

and their usefulness. 

Blades ore hardened and oil builder's hardware... 
tempered. Teeth are 

individually filed and pre- , 

cision set. Over 130 Griffin 

different types for every >| : 

hand and power opera- ; Every DOOR NEEDS THREE 

tion. Insist on Trojan 


“~_ | “GRIFFIN- 


ufacturing Company 


ERIE +» PENNSYLVANIA 
THE 8. S. ALDER COMPANY 


45 Werren Street 


ship. Griffin hinges are 


part of a wide variety of light 


quality produced by 














New York 7, N.Y 
HARVEY 0D. RUSH & SONS WALTER S. JOHNSON AB SONS E. H. FARRAR 
‘ 17 7 


St. Chories Avenve 6637 Golf Drive 


4638 Nichols Parkwoy 9 
) Konsos City, Missou Atlanta, Georgia Dolios 5, Texas 
WILBUR H. DAVIS Cc. Glover CHARLES L. Lewis 
wad Chicage 26 nois oltimor rylen Son Francisco 3, Calif 
GEORGE A. GREGG ROY L. ROGERS ®. F. BEVERS 
17134-6 Wyoming Avenue 1620 Gerfield Street 4524East 60th Street 
PA R K E 7 M A N U FA C T U R | im G C0 Detroit 21, Michigan Denver 6, Colorado Seattie, Woshington 
° : AUSTIN B EDDY INC. W.C. MEIBAUM & CO tL. G. FULLER, me 
= 115 Brood Street 6954 Oleothe Avenve 644 Wellington Rood 
Ww ° R c E Ss T E R 1 bd M A . s 7 - ° s by A e Boston anengchmeatte Se Louis 9 Missourl Jockson 6, Mississippi 
and ACKERMANN-STEFFAN DIVISION 


Manvfacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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say DEPARTMENT 
pal with GROW 


> 


around a 


Red Devil 


paint conditioner 


It allows you to sell more than just a 
can of paint—you offer your custo- 
mers factory fresh paint at no extra 
charge. And no stirring is required. 
The live-action of this patented con- 
ditioner as it puts pigment back to 
work is a regular traffic-stopper, so 
feature related Red Devil items near 
it and watch paint profits soar. Also 
your standard equipment 
for blending “store-mixed” 
paints. 

Display this two-color 
decal to identify yourself 
with Red Devil's national 
advertising — the “ 
sign of fresh con- i 
ditioned paint. 


NO. 30 

PAINT CONDITIONER 

Red Devil's exclusive pot- 

ented eccentric-action de- 

velops 700 vigorous shokes 

a minute Thoroughly 
freshens paint in less thon 2 min- 
utes. Complete with automatic timer. 
7%4 See Your Jobber 


ass le 
More Class Sales Tomorrow! 


A Detachable 
Handle Rod at 


-10 LIST 
eaneus TAX 


Formed steel detachable 


offset handle with 


turned knurled wood 
grip and forward grip 
and reel locking device; 
oil-tempered steel blade 


” 


graduated for “snap 


and balance. 


The fastest selling rod 


on the market! 


Write for Bulletin 


at once! 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC 


5223 Highland Ave., Niagara Falls, N. Y. 


54 





Army; and Mr. Kerr has been witt 
the company for a number of years 
as assistant treasurer since 1946 


4 


Villesvik Tours Europe 
For Sandvie Saw ..... 


J. K. Villesvik, general manager of 
the Sandvik Saw & Tool Division of 
Sandvik Steel, Inc., New York City, 
was due back from an extended trip 
throughout Europe and the Scandi- 
navian countries early in December 

Mr. Villesvik sailed from New 
York on September 27th and first 
conferred with officials of Sandvik’s 
factory in Paris, France. Following 
consultations there, he visited Sand 
vik plants in Belgium and Denmark 
and Sandvik sales offices in other 
countries on the Continent, including 
those in Holland and Norway. He 
also visited in the American Zone in 
Germany. 


J. K. Villesvik 


Sandvik Saw & Tool Division of 
Sandvik Steel imports Swedish hard- 
ware specialty items and serves as 
U. S. Agents for tool and specialty 
hardware manufacturers of Sweden 
Mr. Villesvik, who is completing his 
25th year with the firm, first began 
his career with them in 1926 in 
Minneapolis and came to New York 
to establish their national head 
quarters there in 1936. While he has 
crossed the Atlantic on a number of 
occasions in the past, his recent trip 
was one of his most extensive 


° 


Coleman Named Director 
Of Remington Sales .... 


C. K. Davis, president and general 
manager, Remington Arms Co., Inc., 
Bridgeport, Conn., has announced 
the election of R. H. Coleman, direc 
tor of sales, as a vice president of 
the company. 

Born in Mystic, Conn., Mr. Cole 
man is a graduate of Bucknell Uni 
versity, Class of 1929. After gradua- 
tion, he joined the advertising de- 
partment of E. I. du Pont de 
Nemours & Co., and served as ad- 
vertising manager of various prod- 


SOUTHERN 


R. H. Coleman 


ucts of the Du Pont Company 

In January, 1937, Mr. Coleman 
was transferred to the Remington 
Arms Co., as advertising manager 
He was later made director of pro 
motion, and in January 1949, was 
named director of sales, succeeding 
the late Bernard E. Strader, a posi 
tion he still retains. He is well 
known in national wild life conser 
vation and as a skeet shooter, having 
competed in national skeet shooting 
tournaments over the nation 


* 


National Hardware Show 
Announces 1952 Dates . . 


Frank M. Yeager, managing cirec 
tor of the National Hardware Show, 
announced recently that the dates 
for 1952 will be October 6-10 

Mr. Yeager stated that the dates 
for the 1952 show are free of all holi 
days and have been set to precede 
the dates of the hardware conven 
tions in Atlantic City 

The Grand Central Palace 
will be the site for the 1952 show 
and all four floors will be 

Although this is the earliest that 
dates for a show have been an 
nounced, the requests for space for 
the 1952 National Hardware Show 
have been so great that the manage- 
ment decided to make the announce 
ment early 

The 1951 show broke many 
records, Mr. Yeager said. Seven 
hundred and nine manufacturers of 
hardware and allied products used 
every available square inch of floor 
space at the Grand Central Palace 
(192,000 gross square feet). It took 
5,892 persons to man the booths of 
the exhibitors. And it was the great 
est merchandising event in the his 
tory of the hardware industry. One 
complete floor was devoted to the 
largest array of fishing and hunting 
equipment ever displayed, it was an- 
nounced, In this division over 200 
manufacturers participated 

Manufacturers and buyers met to 
discuss the latest trends in price, de- 
livery and production. And buyers 
secured first-hand knowledge on the 
problems current in the industry 


again 


used 
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The WRIGHT name is your 
guarantee of top quality in 
alvanized hardware cloth. 
Carefully woven, heavily and 
brightly galvanized, @ Wright 
quality product all the way 
from rod te you. 


Southers Representatives: 


STEEL & 
WIRE CO. 


WORCESTER? MASS. 





STRATAFLO 
FOOT AND CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls. 
Ideal for jet type pumps. Ask for 
bulletin 203. 


order from your jobber 


27777, Zamy PRODUCTS, INC. 


FORT WAYNE |, INDIANA 
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A Christmas Thought from 


SOUTHERN 


woop 


SCREWS 


Nothing would please us more than to be able to 


invite each and every one of you—our associates, 
our jobbers, our retailers to drop in tor a great, 


big Y 


It would be 


uletide get-together 
warmly satisfying to meet all our 
triends tace to face to have you see us as we 
really are—the men and women behind the letters 
and the invoices, the folks who actually produce 
and ship Southern wood screws. And we would 
get a real thrill from getting to know you all 
the kindly and co-operative people who have been 
our triends for many years, and the splendid neu 
friends made more recently 

But since time and distance won't permit a 
Christmas gathering, we take this means to wish 
you a very happy holiday, with a prosperous and 


trouble-free New Year to follow 


FACTORY WAREHOUSES 


SCREW COMPANY 


110 Rickert St 
Statesville, North Carolina 


+ + + 7 


+> 
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LOW PRICED 
GIFT ITEM 





SS 
Appeals to 
all ages 


GED COMET 


The little red lantern 
with the big sales record 
TO DISPLAY IT IS TO SELL IT 


R.E. DIETZ COMPANY 


EST.’ SYRACUSE 1, N 





Firth 
Lowls 


5 Great Lines 


of Parrish Bowls 


5 Different Kinds—5 Price Levels. They 
make your selling easier, faster, and 
more profitable. 


. “Supreme” Finish 

. “Liquid Proof” 

. “Old Colonial” 

. “Caesar Salad" 
5. “Paraffined" (waxed) Chopping 


New folder and New Price List illustrate 
and describe in detail. Interesting, im- 
portant new facts show the way to big- 
ger sales and profits. Write today for 
your copies and discounts. 


J. SHEPHERD PARRISH CO. 


205 W. WACKER DRIVE 
CHICAGO 46, ILL. 


Lergest Manufacturer of Fine Wood Bowls 
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WHOLESALER NEWS 





Orgill Appoints Jones 
Promotion Manager . 


Edmund Orgill, president of Orgill 
Brothers & Co., Memphis, Tenn., an- 
that Neal Jones, formerly 
manager of the Nashville branch of 
Moore-Handley Hardware Co., 
joined Orgill as merchandise promo 
tion manager. Orgill Brothers & Co 
is a 105-year-old wholesale hardware 
concern with warehouses in Mem 
phis, Tenn.; Jackson, Miss.; and Lit- 
tle Rock, Ark 


nounces 


has 


Neal Jones 


In addition to his position 
motion manager, Mr. Jones also will 
supervise the development of Orgill’s 
rapidly growing ind gift 
departments 


as pro 
housewares 


° 


Stratten-Warren Announce 
Catalog, Staff Changes . . 


Hardware Co., 
recently completed 
Hardware ( 
Stephenson, who ined the 
president in 1913, spent 
18 months working on the 
with buyers in the office. At present, 
he is helping Stratton-Baldwin Co 
of New Orleans complete its new cat- 
alog 

Due to the 
who served as 
sonnel manager, 
the company recently announced sev- 
eral staff changes. David C. Cook 
has been named salesman for the El 
Dorado, Ark., territory. Bob Jayroe 
has replaced G. L. Dunavant in the 
Blytheville, Ark., post, and Mr. Dun 


Stratton- Warren 
Memphis, Tenn., 
its new General ‘atalog 
>. a 
firm as vice 
catalog 


A. S 


manager, 


death of 
office 
and claims 


Rogers, 
per- 


manager, 


SOUTHERN 


avant has replaced Lawrence Finley 
in the Main Street territory 

Mr. Jayroe joined the company 
four years before World War II and 
had served the El Dorado territory 
since his return from the war. Mr 
Dunavant had been with the company 
for 25 years, 10 of which were spent 
in the Blytheville, Ark., territory 
Mr. Finley joined Stratton-Warren 
in 1940 and has had experience in 
traveling the Main Street territory 
He has been named claims manager 

Mr. Cook, new addition to the 
sales force, served as bomber pilot 
in World War II, during which he 
suffered severe injuries. After his 
release from government hospitals 
he opened a hardware store in Como, 
Miss. However, due to the injuries, 
he was unable to stand the confine- 
ment of inside work and joined Strat- 
ton-Warren in June of this year to 
travel with the company’s salesman 
as a specialty stove man 


° 


T. J. Ostendorff, Lee 


Hardware Executive, Dies 


T. J. Ostendorff, Sr., secretary 
treasurer of Lee Hardware Co., 
Shreveport, La., died October 27 at 
his home in Shreveport 

Mr. Ostendorff, 62, had been 
ciated with Lee Hardware Co. for 
the past 48 years. Working way 
up from office boy, he was named to 
the executive post in the late 1930's 

Survivors include his wife, one son, 
a daughter, and one grandson. 


aSso- 


his 


+ 


Managership Changes 
At MeGregor Hardware 


Upon the retiring of Miss Irene 
Rand and J. W. Yates on August 28, 
J. C. Frizzell appointed general 
manager of McGregor Hardware Co., 
Springfield, Missouri. Mr. Frizzell 
formerly divisional sales manager of 
Illinois and Wisconsin for Shapleigh 
Hardware Co. of St. Louis, Mo 

C. F. Beasley, who formerly was 
with Witte Hardware Co., St. Louis, is 
now merchandise manager for Mc 
Gregor Hardware Co. And Dave F 
McGregor, who up until August 1 
a salesman for this concern, is now 


was 


was 


was 


a buyer 

Dave Graham, formerly of Stowe 
Hardware Co., Kansas City, Mo., has 
been appointed a buyer for McGregor 
Hardware Co 
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FIRST BUY 


Pree rred by fisher 

“men, the Frabill Minnow 
Breather meons fast sales at 
fine profit! Galvanized, hinge 
cover, snap style top, 10 at 

) capacity, plus the breather 
insert mean longer life for 
minnows. Stock Frabill inserts 


$1.00 each 


f 


renon's MM ouBreather 


ae 
‘ 


Two-piece construc 
Sh. perforated insert de 
signed with air chamber 
full-floating Galvonized 
leorge round opening with 
snap type hinged cover. 10 
quart capacity. A quality 
minnow bucket in every woy! 


FRABILL’S _fiullflote eum 








FRABILL MEG. CO. iivetise'S Wis. 








All New For 92 


LINE OF BEST- 
HANCOCK SERS SRAIDED GARDEN HOSE 
1 red 
pastel green paste 
* DELILAH 
SANSOM DEL! light 


Meet DELILAH in person at Chicago 
Show, Jan. 17, in Booths 1028, 1030. 


HANCOCK MANUFACTURI 


135 S$. Second Street 


NG, Inc. 


Philodeiphia 6, Pa 
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“There is no 
lov the 
NATIONAL 
HOUSEWARES 


EXHIBIT 


Twice a year. the National 
Housewares Show is a means of re 
newing understandings between buyer 


and seller at the personal level that no 


other medium affords. 


It is your industry's only national meeting 
place. * ** Itoffers you the only oppor- 
tunity to learn first hand about production 
and plans for the year ahead from the house- 
wares industry. * * * It permits you to 
make important mew contacts. *x** It 
gives you the new products, new merchan- 
dising ideas and new display techniques. 
**x* It allows you to meet with your 
industry to discuss mutual problems. 


*** It offers you the only avenue for 


maintaining your trade relations on a 


NAVY PIER plus 
UNIVERSITY OF ILLINOIS 


DRILL HALL 


CHICAGO, ILL. 


JANUARY 17-24, 1952 


(Exhibit aot open Sunday, Jan. 20) 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


national basis 


1140 Merchandise Mart, Chicago 54, Illinois 





New Counter Display for 
Clarke Smoothie Sander 


The new counter display carton in 
which the Clarke Smoothie Sander 
is now being packaged is being favor- 
ably accepted, according to the Clarke 
Sanding Machine Co., Muskegon, 
Mich. The top of the package, when 
raised and folded back, forms an at 
tractive cutout display card which 
shows the Smoothie Sander in use 
Helpful suggestions and instructions 
are given on the sides. 

Primarily designed for light fac 
tory production work, the Smoothie 
Sander has wide application 
many types of workers 


among 


Sander is 
easy to op 
vertical and 
Weighing 8% 


Smoothie 
and 


The Clarke 
compact, powerful 
erate in horizontal, 
overhead positions 
Ibs., it has a sanding surface of 
412” x 8”, and is powered by a special 
General Electric motor. The finish 
is baked enamel with bright nickel 
abrasive paper clamps. Steel parts 
are rust-proofed 

Complete details may be 
by writing the manufacturer 


° 


obtained 


None Better Tool Display 
Announced to the Trade 


The None Better tool set display 
stage, the latest addition to the None 
Better tool display line, has been in 
troduced to the hardware trade by 
The New Britain Machine Co., New 
Britain, Conn. 
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The stage is designed for use as 
a counter or window feature, to dis- 
play three popular None Better tool 
sets against a vivid orange and white 
background. The sets displayed in- 
clude a 44” drive Midge socket set, a 
handy %8” drive socket and a 
heavy-duty 42” drive socket set 
Each set is shown in its own sturdy, 
light green, steel case. 

These three sets were selected for 
greatest possible appeal to hardware 
store customers 

The display is available to dealers 
without charge, with the ordering of 
three None Better sets illustrated 


set, 


. 


Capewell Offers New 
Catalog and Price Book 


The Capewell Manufacturing Co 
of Hartford, Conn., has completed an 
extensive entirely new catalog 
and price book covering its complete 
line of hand and power hack saw 
blades, metal and wood cutting band 
band knives, Armstrong- 
Bridgeport pipe fitters’ hand tools, 
pipe and boit threading machines, 
hammers, ground flat stock, etc 

The new price sheets show both 
‘Suggested Resale” and “Distribu- 
tor’s Net” prices, and have been 
carefully planned for maximum con- 
venience of the wholesale distributor. 
The entire catalog is prepared in 
loose leaf form and hence makes 
available descriptive sheets 
and price sheets on any or all of the 
Capewell lines. This material may be 
secured by writing to The Capewell 
Manufacturing Company at 60 Gov- 
ernor Street, Hartford, Conn 


and 


saws, 


catalog 


SOUTHERN 


North Haven Intreduces 
New Chopping Knife . . 


‘Little Cut-Up,” a new kitchen 
tool, has been announced by the 
North Haven Manufacturing Com- 
pany, North Haven, Conn. Consisting 
high-carbon, tempered-steel 
mounted by means of a 
swivel post to a sturdy, hardwood 
cutting block, the tool will shred, 
chop, cut or score a wide variety of 
fresh or cooked foods 

The knife blade has a cutting sur- 
face of 9%”, is beveled for finger 
protection, and chrome-plated. Ac- 
cording to the manufacturer, it 
should not rust or stain with ordi- 
nary usage. It is attached to the cut- 
ting board in such a manner that it 
may be reversed and its blunt side 
used to crack lobster, etc 

The board, fine-grained and 
smooth, is conveniently sized, 1134” 
by 10”. It is equipped with a hanger 
for easy storage. A safety catch holds 
the blade in a fixed position when 
not in use. The board may also be 
used sor cutting bread 


« 


e 
OL a 


knife, 


Gibson-Homans Offers New 
Caulking Sales Helps... . 


After making a pilot survey 
among consumers last spring, The 
Gibson-Homans Co., Cleveland, Ohio, 
found that home-owners and 
tractors did not thoroughly realize 
the value of caulking and its many 
uses. As a result of the survey, this 
fall’s point of sale promotion was 
centered around photographs of new 
uses. The promotion, consisting of an 
illustrated carton placard, an illus- 
trated window banner, and an in- 


con- 
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wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger's new and original design mokes the cutting 
knife follow the contour of the ground so that it will not 
dig or plow. Your customers will like the Wick Edger 
becouse it is constructed to facilitate the greatest 
possible ease of handling. The knife is self-adjust- 

ing and self-sharpening, the heavy gauge 

spring steel cutting whéel and blade are heat 

treated for long life. A 4 inch rubber tire 

guides the edger along smoothly and 

without strain. Approximate unit 

weight, 3 Ibs., handle length, 48 

inches. 


Write for complete information 


J) | 
Hmplex ENGINEERING, INCORPORATED 


NEWCASTLE, INDIANA 





THE MOST POPULAR OF ALL BRANDS 
Year in and year out, Phoenix leads the field in sales. 
That's because year in-year out, Phoenix leads the field 
im service 

There's a size, weight and style for every horse and mule 
working under any conditon. It's easy to see that Phoenix 
means business. So cut yourself in on the profits! Stock 
and recommend Phoenix Horse and Mule Shoes NOW! 

World's Largest Manufacturer 
of Horse and Mule Shoes and Colks. 


PHOENIX MANUFACTURING COMPANY 


A Cotasovque, Po 
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BRAND NEW SAWS: 
by Rockwell / 


th NUMBER 33: 
26" straight back, four gouge 
taper ground, two stroke bevel 
filed; hondie—beech, full 
carved, mahogany stamed, four 
nickel piloted screws and medo! 
lion, plain finish, limed off. Avail- 
able 5%4-8-10 pt. Packed 
“% dozen to o carton 


MUMBER 22: 
26” straight back, 
two gauge taper ground, 

one stroke bevel filed, handle 
—beech, mohogony stained, 
erip carved only, three nickel 
plated screws and medallion 
plain finish, limed off . Avoil- 
able 54-8-10 pt. Packed 
Y dozen to a corton 


DISPLAY 
THESE SAWS NOW! 
CAPTURE 
MORE PROFITS! 
Ask your wholesaler 
- +. he has them 
in stock 


< NUMBER 11: 

\ 26" straight beck, 

fiat giound, straight filed; 

handie—beech, mahogany 

stained, no carving, three nickel 

piloted screws and medoliion 

ploin finish, no liming off. Avoil- 

able 5\%4-8-10 pt. Packed 
twelve to a master carton 


Xt Finen in Appearance Superior in Quality 
% Outstanding (ong life Performance 


Rockwell Tools, Inc. 


FORMERLY OHLEN.BISHOP MANUFACTURING COMPANY 
Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 12, OHIO 


99 ylals OF FINE QUALITY SAW MAKING 
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HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotron 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required, 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 
CAPACITIES 

25 ibs. by ‘2 Ib. 

50 ibs. by 1 Ib. 

100 Ibs. by 1 ib. 

160 Ibs. by 1 Ib. 

200 Ibs. by 2 Ibs. 

300 Ibs. by 5 ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ade Street, 
Chicege 22, Iii 





CONSUMERS 
SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to “‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $7. LOUIS 6, MO 








illustra 
fourth 


structive 
tions, Was 


stuffer-folder of 
packed in 
carton of cartridges 
Recently, The Gibson-Homans Co., 
with its southern division, The Hut 
on Manufacturing Co., completed an 
idditional survey among dealers to 
determine dealers’ reactions to the 
Handicalk point of sale promotion 
Some 89 percent of the dealers re- 
ported that they liked the promotion 
New “How to Save Fuel, Etc 
folders are available, free of charg 
for quantity mailing in statement o1 
package stuffing, from The Gibson 
Homans Co., Cleveland 6, Ohio 


* 


every 


New Wooster Paint Roiler 
For All Paint Products... 


Production of a new paint-roller, 
the Wooster DeLuxe Roll-On Paint- 
er, was announced recently by S. R 
Welty, president of the Wooster 
Brush Company, Wooster, Ohio 


a 


The Wooster DeLuxe features a 
new cover made of top grade mohair 
which excellent painting re- 
ults with all paint products, includ- 
ing primers, oil, water and rubber- 
base paints and enamels 

Also featured in the Wooster Roll- 
On Painter are new Wooster-de- 
veloped nylon bearing - end - caps, 
guaranteed to provide smooth rolling 
and sold with an _ unconditional 
guarantee. 

Performance of 
proved through 


gives 


the roller is im 
mounting of the 
cover fabric on tough, laminated 
core that is water and solvent-proof 
The core will hold its shape as long 

the cover is used, and will 
vear and fraying at the ends, it 
laimed 

The Wooster DeLuxe 
Painter is made in 4%”, 7 
offered for individual 
sale in combination with special one 
piece metal paint tray and 
cleaning tool 


resist 


Roll-On 
and 9” 
s1zes, sale or 


special 


4 


Stanley Offers New 
Electric Plane .... 

Stanley Electric Tools, New Brit- 
1in, Conn., is offering the new 
Handyman No. 033 Electric Plane for 
the small builder, home mechanic or 
woodworking hobbyist. The new 


attractive 


to Cummins Portable 


( 


North R 


power plane, operated at 18,006 rpm, 
is handy for fitting 
screens and transoms and for planing 
lumber to <« dimen- 


storm sash, 


dressed orrect 
sions, it was announced 
The 
bined control of air 
motor ventilating system 
flow from the cutter itself, 
viding a positive disposal of chips to 
the rear and downward away from 
the cutter and operator, it 
Chips won't 
the plane 
smooth, 
no sanding 
ways 


com 
the 


features a 
flow from 
and chip 
thus pro 


new design 


is claimed 
become lods 
shoe. Cutter leaves 
waveless surface that 
The bevels 
Plane cuts up to 1-13/16 
and has a * h.p. motor. By means of 
an Adapter Kit, the No. 033 plane 
may be converted to a router 


. 


both 


wide 


unit 


Cummins Offers New 
Drill-Saw Kit ..... 

A combination of th 
Model 190 44-inch 
portable saw 


Cummins 
Drill and a 4-inch 
Model 620, 
Portable 
combination is 
Saw-Kit, 
l t for 
mounting the drill horizontally, and 
drills of 4, % and 1/16 


attachment 
Cummins 
The 


announced by 
Division 


Tools 


known as Number 194 Drill 


and include 1 steel drill ind 
three twist 
inch diameters 

The Cummins 
general utility 
line, has ample 
of 1700 


Model 
drill of 


190 drill, the 


the Cummins 
power, and a no-load 
rpm. It equipped 


We ight is 


speed 
with a Jacobs chuck 
3 pounds 

The Cummins 
tachment 


steel, 


only 


Model saw at 
inch lade of fine 
dly built to with 
adjust 


depth of 


has a 4 
and is ruggedl) 
stand hard use. The base 
maximun 


able to cut a 


1-5/16 inches, 


drill-saw, de 


iting or fine 


combination 
i for rough < 
finish sawing, 
hand saw, or can be mounted in 
the drill stand as a high-powered, fast 
cutting bench saw 
The Cummins Model 194 Drill-Saw 
Kit is packed in a special 


can De used as 


a port- 
ible 


carton 
counter display. It i 
$19.95 complete 
Literature is av 


for 
listed 
iilable on request 
Division, 
4740 
Chic 


Tools 
immins-Chicago Corporation, 
ivenswood Ave nue ago 


10, 11 
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FARM MARKET 


Billions Bigger 


says Sales Management 


RECORD 45-BILLION 
FARM INCOME EXPECTED 


says Rurai Marketing (Country Gentleman! 


Total gross farm income for 1951 will amount to more 
than 45 billion, the highest mark on record 
You, too, can reap a golden harvest by selling Gem Dandy 
Electric Churns to your farm trade. Has tremendous ap 
peal to farm homes because it eliminates all drudgery in 
churning butter. Gem Dandy Electric Churn is a fast 
selling, quality product geared to the wants of a tremendously 
prosperous market 
Order today from 


your distributor 


Long-life, slow speed 
running motor Adjust 
abi aluminum $ shaft 
} 
gals. of whole crear 
milk in a few minutes 
Deluxe Model has whit 
motor and switch in cord 
Standard Model has black 


motor, no switch in cord 


DELUXE MODEL 
a Dealer's Cost MODEL 4-QT 


6 


STANDARD MODEL 


Recommended Dealer's Cost) 


GEM DANDY 
ELELI RIL CHURN 


ALABAMA MANUFACTURING COMPANY 


Dept. A-218 Birmingham 3, Ala. 
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VEWEST WEMBER 


of a 


FAMOUS OLD FAMILY 


Potent Apphed 


Today, more and more hardware and building material 
merchants and wholesalers are reaping a handsome 
profit from their famous National Lock line of dis- 
tinctive hardware. The reason lies with the recently- 
introduced (yet, already nationally known) 
NATIONAL LOCKset. Like other quality National 
Lock products, NATIONAL LOCKset embodies many 
exclusive features that create outstanding consumer 
demand. Ask your supplier about them then join 
the thousands of hardware and building supply out- 
lets who are “cashing in” on this newest member of 
the National Lock family. Write for lockset catalog 


illustrating and describing the complete line 


now more than ever... 


DISTINCTIVE HARDWARE... ALL FROM | SOURCE 


Builders Butts Spring Cctches 
Chest Locks Cabinet Locks 
Furniture Trimmings Sash Locks 
Pushbutton Door Catches Casters 
Drawer and Door Pulls Sash Lifts 
Tutch Lotch Screws and Bolt~ 


Ask Your Supplier 


VATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS - MERCHANT SALES DIVISION 





New Olin Flashlight play unit will. contain three flash- an effective vertical display panel is 


in Full-View Carton 


lights in the new 


individual full- formed at the back of the box, while 
view cartons and three flashlights in the attachment and its accessories 


A newly-engineered flashlight in a three-unit counter display are brought into full view for exami- 


a pre-tested new full-view individual 
carton, will be introduced soon by 


Olin Industries, Inc., according to W Millers Falls Offers New 


° 


nation and inspection 

Previously available in conven 
tional packaging, the Millers Falls 
No. 2120 is engineered for use with 


S. Allen, general manager of Olin - 
Buffer-Sander Package any \%” electric drill and performs 


Electrical Division, New Haven, 


Conn. . To promote sales 
A two-cell “fixt-focus” spotlight, buffing and sanding attachment, 
called “Two-in-One” because of a Millers Falls Co., of Greenfield, Mass., tion, exclusive 


translucent red lens ring which announces a new 
glows a warning signal on all sides package designed 
when the light is switched on, the counter use. 
new flashlight has “no-roll” and 
“no-slip” features 
It features a three-position safety- 
lock switch, spare lamp carrier in its 
deep cap, barrel-length ribbing for 
firmer hand-grip, is made of high 
impact polystyrene, and is the first 
flashlight to bear “Olin” as a brand 
name. 
With identifying slogan of “White 
for Safety—Red for Danger,” the 
flashlight will be packaged in a new, 
pre-tested “full-view” carton, which 
is open on two sides and one end 
The carton was given a 1951 Box 
Competition award by the Folding 
Paper Box Association of America. 
The new flashlights will be sold 
to wholesalers and retailers, either Printed in red 


in display units of six or individually, package serves as 


and have a suggested retail price of display and sellin 
$1.85 each, without batteries. A dis- and folding back 


g 
£ 


two-color display 
for window and 


an 
a 


the 


of its No. 2120 buffing, polishing and light sanding 


Features include: two-speed opera 
100-degree angle 
drive, machine cut steel gear 
grease sealed lubrication, and others 
The unit is supplied as complete 
kit consisting of drive unit, 5” rub 
ber pad, two 5” sanding discs, and a 
5” lamb’s wool bonnet. List price is 
$8.45 east of the Rockies, slightly 
higher in the West and Canada 


° 


Stanley Tools Introduces 
New Electric Drills .... 


Stanley Electric Tools, New Brit 
ain, Conn., announces six new elec 
tric drills for heavy-duty production 
drilling in metal and wood 

Features of these streamlined 
power drills include die-cast polishea 
aluminum housing for lighter weight 

d black, each trigger switch with safety locking 
self-contained device, sealed ball bearings, three 


unit. By raising jaw geared chuck, and chuck guard 


die-cut cover to protect workers’ hands. Drills can 








JUST PRESS 'N TURN 
) 
- 


FRABILL’S 


Mewar 


FISH FLOAT FOR CASTING OR STILL FISHING 
YOURS IN FIVE SIZES — From 20¢ to 40¢ 
Customers insist on BOB ‘EM 2.WAY fish floats 
made right designed right they work right! 


FRABILL MEG. CO. iinet. "Wi 
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/ 


[he Cleveland Chain & Mfa Co. 
Cleveland 5, Ohio 








ELECTRIC or LAMP HEATED 


Provides all season watering in pas 
ture, cornfield or on feeding floor 
Double wall construction. Cone top 
lifts off. Cap. 78 gallons. Kerosene 
Lamp or Electric Heated 

Oakes complete line of Hog Feed- 
ers and Founts are profitable items 
for the dealer. Send for free catalog 


OAKES MFG., Box 055-H, Tipton, ind. 
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be supplied in any standard voltage; 
operates on D. C. or A. C., 60 cycles 
or less. 

Drills are available in three dif 
ferent chuck sizes: “4”, 5/16", and 
38”, and in two different type 
handles—“D” shape and “drop” 
handle 


* 


Baker Introduces New 
Booklet on Brushes .. . 


A new, 16-page illustrated booklet 
telling how brush sales can be in 
creased and good-will built by deal- 
ers and distributors handling the 
3aker Brush line, is announced by 
Baker Brush Co., Inc., 83 Grand St 
New York 13, N. Y 

The new booklet 
different types of sales-building ad 
vertising, sales promotion and mer 
chandising policies used by Baker 

Full of interesting facts, the new 
booklet, titled “How You Gain When 
You Sell Brushes by Baker,” dis 
subjects such as: What are 
the demand items for each trading 
area; what makes for a select line 
with mass selling appeal; why per- 
formance-proved tools are endorsed 
by all types of brush users; how 
artists’ brushes can be used to ex 
ploit new markets, and many others 

Available at no cost to dealers and 


describes the 


cusses 


jobbers, the booklet may be ob 
tained by writing on business sta 
tionery to Baker Brush Co., Inc 
Grand Street, New York 13, N. Y 


* 
Plymouth Announces New 
Rope Unit Changes ..... 
Plymouth Cordage Co., Plymout! 


Mass., has announced a_ chang 


i, 


i. paymour 


Wan ARG 


in its dealer rope sales units, both 
HandyPak and SalesRak 
The contents of the original 
unit for the HandyPak have been 
reduced from 15 to 13 coils, and for 
the SalesRak unit from 24 to 16 
pools The based its 
reasons for reducing the contents of 
the units on rising fiber costs, which 
have boosted the per-pound pric 
rope, increasing the total cost of 


stock 


company 


1 sound leve The 
units to the deal 
back into line 
n of a de 
dealer’s investment in pack 


these units above 

st of the revised 
brings them 
with the original conceptic 
sirable 


ers now 


iged rope, it was announced 

Since their introduction in April 
1950, the packaged and spooled rope 
been popular with hard 
vare distributors and dealer whose 
rope volume was not heavy enougt 
stocking full and half 
coil lots, it was announced. The new 
merchandising plan further sizes the 


inits to meet trade requirements 


units have 


warrant 


° 


Ryan Publishes New 
Hand Tools Catalog . 


The J. J 
ton, Conn., 


Ryan Tool] Co., Southing 
manufacturer of mechan 
ics’ hand tools, has — ished a new 
catalog, No. 24, which is available to 
interested hardware ietine 
Attractively illustrated ir 





Scharf 


elite Market! 


than ALUMINUM 


Profitable, Fost 
Notionally 


in 10 


A ble 
ao from 12 te 72 * Accurote 


inches 
H. SCHARF MFG. CO., 


The ONLY Magnesium 
Level on the 


® Reploceabie Vic! 
Md 


© Beevtitully Design- 
Depend 


COMPLETE 
LINE... 





USE .«s 


Vit Originators of the 
Caulking Gun 


For 42 years the leader in the caulking field 


Metal and fibre cartridges with metal 


’ 

. 

" Finest quality guns for professional and home 
7 

s 


LIGHTER > 


or plastic spouts 


that makes money for 


the JObPE the Dodie’ 


PRODUCTS MANUFACTURING CO. 


7508 Quincy Avenve © Cleveland 4, Ohio 











THE CHIEF ENGINEER 


of one of the leading farm equipment manufacturers states that 
we are only nicely started on power farming—that the average 
of his work manually. Constant change— 
something new—something better—is a characteristic of Amer 
ica. The easiest way to keep up to date regarding new equip 
ment and methods of farming operation is thru the pages of 


farmer still does 60 


SOUTHERN FARM EQUIPMENT 


If you are not already a subscriber, send in your $1.00 today for 
a yearly subscription or $2.00 for three years. 


SOUTHERN FARM EQUIPMENT 


section of 





World's 
Oldest 


SOUTHERN HARDWARE Lergest 


806 Peachtree Street, N.E. 


Atlanta 5, Georgia 





Mfr. of Handcuffs 
PEERLESS H 
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Everywhere in the world «3 
the long arm of the Law 
reaches for. . 


PEERLESS 


HANDCUFFS 
/ 


World's mos de 
pendable ‘cuffs; 
used by police 
everywhere. De- 
signed to foil pick 
ing. Proven best 
by scientific test. 
Sendtfor folder. 


UFF CO. 





ept.H Springfield, Mass 
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vrs, the new 12-page catalog graphi 
cally shows the complete Ryan forged 
hand tool line of quality screw driv- 
ers, chisels, awls and punches, and 
special display packs. In addition, it 
carries a convenient reference to gov- 
ernment specification numbers to 
which various Ryan tools comply 


Sf 


Gladding Announces New 
Cilestone Hy-Line Capsule 


Ease of application and conven 
ience are described as features of the 
new Cilestone Hy-Line dressing 
capsule and applicator, packaged in 
individual plastic box containers, re 
cently announced by the B. F. Glad- 
ding Company, Inc., South Otselic, 
New York 

The new unit, which retails for 
65c each, is a small, hinged, plastic 
snap-lock box, no bigger than a 
paper match folder, which contain 
8 capsules, a felt pad applicator and 
in instruction leaflet 

Hy-Line, formerly sold in tubes, i 
said to float a line all day with one 
application. The new Cilestone Hy; 
Line offers an improved formula 
which makes loi 
better, and cast easier 

Application is simple, and _ the 
angler needs only to snip off the end 
of the capsule, 
amount of the jelly-like solution on 
the felt pad applicator, and draw 
his fly line over the dampened pad 
This spreads Cilestone Hy-Line over 
the entire surface of the fly line 
quickly and evenly 

Capsules are packaged in an at- 
tractive, 3-color, yellow, red and 
black self-merchandiser, containing 
12 plastic boxes. The entire unit 
measures only 5” x 542” x 134 


lines last longer 


squeeze out a small 


° 


Clark & Sawyer Offers 
New Square Saw Blades 


A complete line of square blades 
has been introduced by Clark & 
Sawyer, Inc., 602 Mateo Street, Los 
Angeles 21, Cal. Operating on an en 
tirely new cutting principle, the 
blade, known as the Squared-Circle 
saw blade, is said to handle all types 
of cross-cutting and rip sawing faster 
than the conventional type circular 
saw blade 

The Squared-Circle saw blade is 
actually a square with a series of 


scientifically-aesigned teeth located 
at each corner of the 
absence of teeth along the sides of 
the square is said to eliminate fric 
tion during the cutting operation. 
This results in a cooler cutting blade 
and eliminates burned out blades 


© 


Mechanics Tool Catalog 
Announced by Dure . . 


A new pocket-size tool catalog is 
being issued by Duro Metal Products 
Co., 2649 N. Kildare Ave., Chicago 
39, Ill 

The new mechanic’s catalog is 
5%” x 7”, specially designed to fit 
into the mechanic’s pocket or tool 
chest. It describes and illustrates the 
complete line of Duro-Chrome tools 





CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, March 30 
April 1, 1952. Headquarter: 
Hotel Whitley, Montgomery 
Ala. Secretary, Mrs. Euna G 
Ramsey, Room 203, 1926 - 4th 
Ave., Birmingham, Alabama 


Arkansas Retail Hardware & 
Implement Association, annual 
convention, Feb. 21-22, 1952 
Headquarters, Hotel LaFayette, 
Little Rock, Ark. Secretary, J 
Wayne Tisdale, 604 Rector 
Bldg., Little Rock, Arkansas 


Hardware Association of the 
Carolinas, annual convention, 
June 9-11, 1952. Headquarters, 
Hotel Charlotte, Charlotte, N 
C. Secretary, Mrs. Sally C. Mas 
ten, 118% E. 4th St., Charlotte 
2, KC. 

Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annua! 
joint convention, May 19-21, 
1952. Headquarters, Geo. Wash 
ington Hotel, Jacksonville, Fla 
Secretary, W. W. Howell, Box 
183, Waycross, Georgia 
Kentucky Retail Hardware As- 
sociation, Inc., annual conven 
tion and trade show, Jan. 22-24, 
1952. Headquarters, Brown H: 
tel, Louisville, Ky. Secretary, 
Dwayne L. Laws, 501 Repub 
lic Building, Louisville, Ken 
tucky 


square. The 


Louisiana Retail Hardware As- 
sociation, annual convention, 
April 20-22, 1952. New Orleans 
La. Secretary, David O. Mans 
field, Box 1696, Jackson, Mis- 
sissippi 


Mississippi Retail Hardware 
Association, annual convention 
June 15-17, 1952. Headquarters, 
Buena Vista Hotel, Biloxi, Miss 
Secretary, David O. Mansfield 
Box 1696, Jackson, Mississippi 


Missouri Retail Hardware As- 
sociation, annual convention 
and trade show, Feb. 19-21 
1952. Headquarters, Jefferson 
Hotel, St. Louis, Mo. Secretary 
Harry F. Scherer, 1189 Arcad 
Bldg., St. Louis, Missouri. 


Oklahoma Hardware & Imple- 
ment Association, annual con 
vention and trade show, Feb 
5-7, 1952. Headquarters, Munic- 
ipal Auditorium, Oklahoma 
City, Okla. Secretary R. K 
Thomas, 515 Midwest Bldg 
Oklahoma City, Oklahoma 


Tennessee Retail Hardware As- 
sociation, annual conventior 

Feb. 17-19, 1952. Headquarters, 
Noel Hotel, Nashville, Tenn 
Secretary, Morris Jones, Box 
784, Nashville 2, Tennesse 


Texas Hardware & Implement 
Association, annual convention 
and trade show, Jan. 28-30, 
1952. Headquarters, Baker Ho 
tel, Dallas, Texas. Secretary, 
Ray M. Souder, 822 Texas Bank 
Bldg., Dallas, Texas 


Tri-State Hardware & Imple- 
ment Association, annual con 
vention, Feb. 10-12, 1952. Head 
quarters, Hotel Herring, Ama 
rillo, Texas. Secretary, M. D 
Shepherd, Canyon, Texas 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, March 25-27 
1952. Headquarters, Hotel John 
Marshall, Richmond, Va. Sec 
retary, G. T. Omohundro, Jr 
Scottsville, Virginia 


West Virginia Hardware Asso- 
ciation, annual convention and 
trade show, Feb 8-20, 1952 
Headquarters, Waldo Hotel 
Clarksburg, West Va. Secretary, 
James C. Fielding, 1628 M« 

Clung St., Charleston, Wes 

Virginia. 





MARSHALLTOWN TROWEL COMPANY + 


MARSHALLTOWN, IOWA 


SOUTHERN HARDWARE for DECEMBER, 195! 





DECEMBER, 1951 


FARM EQUIPMENT 
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FAST SELLING 


BUILT PRODUCTS = 
FIRST IN THE FIELD FOR 111 YEARS! 


In “EMPIRE” built tillage tools, balance or 
“hang” is a perfected quality, resulting from 
“EMPIRE’s” century old experience making 
sweeps, shovels, teeth, etc. 


The scientific Isothermal heat treating process 
cushions shocks by imparting extra springi- 
ness and gives amazing freedom from break- 
age. The extra hard, fine grain steel structure 
takes a glass smooth finish for free scouring, 
lighter draft and longer wear. Farmers who 
know good tillage tools have preferred 
“EMPIRE” built products for five generations. 


THE EMPIRE PLOW COMPANY 
} “Yu Our Second Century Of Progress” 
CLEVELAND 27, OHIO 





DURACOTE for DURABILITY | 


ef 


The merging of Minneapolis-Moline 
and B. F. Avery Co. of Louisville, Ky., 
is an occasion for sincere congratulations 
from Tousey Varnish Co 

The constant growth and increased vol 
ume of production and sales gives evidence 
of Minneapolis-Moline’s ability to build 
agricultural machinery of the finest caliber 

Tousey has long supplied Minneapolis 
Moline with finishes for their tractors and 
farm implements, adding years to the us¢ 
fulness of each machine by furnishing 
sealers and exterior coatings that hold up 
under all conditions—adding SELL appeal 
by creating a rich, durable color that attracts 


and holds potential buyer's attention 


TOUSEY VARNISH CO. 


520 West 25th Street, Chicage, |!! 
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Commandments for dealers from-- 


Long-time farmer, B. C, Roddy, 
right, with son Burton, left, 
has a word of advice for deal- 
ers. Equipment should work 
properly the first time it is 
put to work in the field 


} cate gaat ys are turning out 
; zood, rugged equipment, their 
retail dealers are alert and help- 
ful people with whom it is a 
pleasure to deal, their service is 
fast and competent, their mechan- 
ics know their business and parts 
are available whenever needed 

If there is any phase of the re- 
tail dealer’s business in need of 
criticism, it is the thinking—or 
sometimes the lack of it—behind 
the function of setting up a piece 
cf farm equipment and making it 
ready for delivery. 

Nothing sours a farmer's dis- 
position faster, nothing else brings 
him to a state of exasperation 
more quickly than a new piece of 
equipment that won't perform 
properly on its first contact with 
the soil, because of adjustments 
improperly made, or other neglect, 
in the dealer’s shop 

Those are the viewpoints of one 
customer, or, to be precisely ac- 
curate, one farm family that has 
patronized over the past 50 years, 
dealers representing the leading 
makes of farm equipment. 

This is the Roddy farm near 
Lancaster, in North Texas, and the 
Roddys, father and three sons, 
have been farming in the vicinity 
of Lancaster for those fifty years— 


The Customer’s 
Viewpoint 


By Baron Creager 


ever since B. C. Roddy, the father 
began farming at the age of 21. He 
retired from active farming six 
years ago and, although there is 
seldom a day he does not have 
chores at the farm, most of the 
work is done by his three sons 
Burton, James and Lawrence 

The elder Roddy never did keep 
books, so there are no records to 
go by. But he suspects that in 50 
years he and his sons have bought 
$50,000 worth of farm equipment 
Probably more has been pur- 
chased because one would guess at 
least $15,000 worth now occupies 
shed or blue sky storage at the 
headquarters of this 1,600-acre 
operation. Two sheds are full of 
the most valuable implements, and 
there hasn't been time to build an- 
other shed for the rest 

The Roddys are ideal customers 
from the dealer viewpoint. They 
pay spot cash for everything they 
buy, have been paying cash ever 
since Roddy, senior, can remem- 
ber. They buy the best, not just 
something to get by with. And 
with 1,600 acres 
under cultivation 
they are often in 
the market, es- 
pecially since they 
grow a variety of 
crops — cotton 
corn, wheat, 
clover, millet 
maize and alfalfa 

They feed some 
live stock, includ- 
ing eight mules, 
and there was a 
time on that very 
farm (portions of 
the same land 
have been farmed 
by the Roddys for 


oats 





Take 
successful farmers, 
sours a farmer's disposition 
faster, 
him more quickly than a new 
piece of equipment that won't 
perform properly on its first 
contact with the soil, because 
of adjustments 
made, or other neglect, in 
the equipment dealer's shop 


mules were maintained. The eight 
mules now on hand no not indicate 
lack of confidence in mechanism 
The mules are used for plowing 
certain tracts and to take one part 
of the load when the peak is too 
much for mechanical power avail- 
able 

On the day these viewpoints 
were obtained, Roddy, senior, sat 
on the stoop of the old farm house, 
in the shade, and Burton perspired 
five yards away, in the sun, beside 
the well, over a balky water pump 
motor, with James and Lawrence 
on missions to some distant portion 
of their farm empire 

The day before, Roddy, senior 
had paid a fifteen dollar plus re- 
pair bill on the water pump, at the 
Dallas branch of the biggest chain 
store operation of them all. And 
now the pump wouldn't pump and 
Burton sweated with it when he 
wanted to be in the field. Finally, 
he took a breather and pondered 
briefly the question, “What do you 
expect from an implement dealer 

(Continued on page 82) 
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nothing irritates 


improperly 
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Use of anhydrous ammonia, a 
nitrogen fertilizer in com- 
pressed form, is rapidly increas- 
ing. Tractor equipment is now 
available which delivers the 
gas directly into the soil from 
a storage tank mounted on the 
tractor 


Farm Meehanization 


Mr. Kummer 


: i RAPID DEVELOPMENT of mech- 
anized farming in the South- 
east is perhaps best illustrated by 
the phenomenal rise in tractor 
population since 1941. Farmers to- 
day have a broad choice of sizes 
and types of tractors to meet their 
individual needs 

There Shave been many great 
contributions to farm _ progress, 
such as improved varieties of 
seed, more efficient livestock, bet- 
ter feeding, more effective control 
of insects and diseases, greater 
of fertilizer, more cover and 
soil building crops, improved 
roads and transportation facilities 
—to name only a few. But the 
greatest contributor of all to agri- 
cultural progress has been the 
farm tractor and the equipment it 
operates. To a marked extent, the 
benefits of the other contributions 
could not have been realized with- 
out the farm tractor 

Simplifications and improve- 
ments of farm machinery have 
made more efficient and precise 


use 
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in the Southeast 


By F. A. Kummer, Head 


Department of Agricultural Engineering 
Alabama Polytechnic Institute 


farming methods possible. A few 
examples of such improvements 
are quick-change units which 
make mounting and disassembling 
of attachments and units a matter 
of minutes rather than a laborious 
task of hours. Power take-off 
drives, utilizing the power of the 
tractor, have made many new 
machine units possible. Hydraulic 
lifting devices, operated from the 
tractor seat, have eliminated hand 


lifts and made possible precision 
planting and cultivating. Harvest- 
ers of many types, including self- 
propelled units, have reduced the 
hazards of weather for many crops 
in this area of high temperature 
and humidity. 

No doubt, tremendous strides 
have been made in farm mechani- 
zation in the Southeast, but there 
are still many obstacles in the pro- 
duction of our principal row crops 


ef 


Many farmers in the Southeast are using horizontal-type rotary cutters 
because these machines can also be used for pasture maintenance and 
weed control 


SOU!IHERN FARM EQUIPMENT Section for DECEMBER, 1951 





A report to you about men and machines 
that help maintain International Harvester leadership 


NEW McCormick Plow Cover Borrom’ 
has a Replaceable Spearhead Point 





The replaceable Spearhead point and matching share 
blade enable users to renew the performance of McCormick 
plows at lower cost and with less bother than sharpening 
old-fashioned shares. This is another example of IH design 
and development that benefits both dealer and farmer. Ex- 
tra care in manufacture helps to guarantee good plowing. 


Share blade can’t vary 20,000th of an inch from perfec- 
tion along its joint with the moldboard. This tight fit keeps 
dirt from building up and causing poor scouring. The in- 
spector pictured gauging the share blade joint also gives 
the moldboard a similar check. Beveled edges on these join- 
ing parts of the Plow Chief bottom help to assure perfect fit. 


1600-ton squeeze shapes Spearhead point from a white- 
hot bar of high-carbon steel. Here's a Spearhead point 
about to be dunked in cold water. This hardens the first 
four inches of its length for long wear leaves the rest of 
it tough and strong. Gauging inspections and hardness tests 


safeguard the quality of Spearhead points 


32 different inspections make sure that shipping bundles 
picked at random from the warehouse will assemble into 
perfect-working plows. An inspector is shown checking the 
furrow wheel gather on a two-bottom McCormick plow set 
up in working position. Each Plow Chief bottom gets six 
different inspections in this quality-guarding spot check. 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use 


Trucks . . 


. Crawler Tractors and Power Units . . . Refrigerators and Freezers 


McCormick Farm Equipment and Farmoll Tractors Motor 


General Office, Chicago 1, Illinois 
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which place us at a decided dis- 
advantage in comparison with 
other areas. To make progress 
along these lines, we will have to 
make every effort to adapt me- 
chanical methods to our local re- 
quirements. We will have to take 
into consideration the size of our 
fields which, in general, are much 
smaller than those of other areas 
We will have to place more 
emphasis on machinery and meth- 
ods adapted to our rolling terrain 
in order to operate efficiently on 
terraced land with contour rows 

Well-planned field layouts with 
respect to row arrangement, drain- 
age, and accessibility will aid in 
reducing both labor and power re- 
quirements of many operations 
performed with machines. 

One of the most important prob- 
lems that confront farmers today 





Use of spindle-type cotton pickers is increasing in the 
South. Future probably will see models smaller in 
size and lower in cost than current machines 


70 





2 


The oemey hoe is effective 
Tee to five times b 


is the selection of proper equip- 
ment. Too often the equipment 
merely reduces the labor cost, but 
increased investment costs may 
leave the net income the same 
Farm operations and management 
practices frequently need to be 





in early w ¥. 
eginning with cotton and may be used 


Complete mechanization of the 

peanut crop has been accom- 

plished. There are available to 

farmers today a number of 

commercial peanut combines 

which will perform satisfac- 
torily 


changed in order to use available 
equipment more efficiently. 

With mechanized equipment, 
good land preparation is a neces- 
sity. The elimination of rocks, 
stumps, and gullies will save many 
breakdowns. Easy turning at the 
end of rows will save time 
Smoothing the land before plant- 
ing will provide accuracy and bet- 
ter stands whether it be for row 
crops or pastures. This will simpli- 











eed contro} 
emergence 


fy all operations with tractor 
equipment from planting through 
harvesting. If a specially designed 
land leveler is not available, a 
heavy drag made from timbers or 
a heavy steel rail will aid greatly 
(Continued on page 88) 


Cotton strippers strip off the entire boll leaving the 
separation of lint and burr to the gin. Their work 
resembles hand snapping, done late in season 
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YOUR CUSTOMERS KNOW 
CONTINENTAL Means... 


@ OUTPUT IN EXCESS OF RATED POWER 
@ AMPLE TORQUE FOR PEAK LOADS WITHOUT STALLING 
@ QUICK, EASY STARTS EVERY TIME 


DEPENDABLE POWER 
For LAWNMOWERS 
GARDEN TRACTORS 
COMPRESSORS 
SPRAYERS 
GENERATORS 


AD? (1% hp.) and AD7-B (2 h.p.). Direct 
Grive vertical shaft engine, shown with re- 


(ontinental Motors [orporation 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 
12800 KERCHEVAL AVENUE ° DETROIT 14, MICHIGAN 
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Parts Manager Buddy Siegert 
helps customer select part while 
Frank Baldwin, vice president, 
looks on. Siegert receives one 
percent commission on all parts 
sales in addition to salary 


Incentive pay 
plan brings 


20 % GAIN 


IN 


PARTS 


ALES OF PARTS by the Farmers 

Supply and Equipment Co., An- 
hapolis, Md., have increased 20 
percent as the result of an incentive 
pay plan put into effect for the 
company parts manager. In this 
plan, the parts manager receives 
one percent commission, in addi- 
tion to salary, on sales of all trac- 
tor and equipment parts. 

Once the plan was devised it was 
left to Parts Manager Buddy Sie- 
gert, who mans this department 
alone, to find ways of increasing 
parts volume. And with this strong 
incentive he has been successful to 
the extent that his weekly salary 
usually far exceeds the flat 10% 
increase in salary that was origi- 
nally planned. 

In boosting parts volume, Siegert 
proved that display can be as im- 
portant to a farm equipment dealer 
as to other lines of retail trade. 

“The first thing I looked to was 
my display,” said Siegert, who is 
responsible for the recording, pur- 
chase, sale and maintenance of an 
$18,000 parts inventory. “I used 
tables in the center of the sales 
room and the ends of bins behind 
the main parts counter for showing 
merchandise. Here, I displayed 
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SALES 


parts, not necessarily in demand at 
the moment, but those parts that 
would be needed in the next two 
to three months.” 

To create sales, Siegert made a 
point of suggesting related parts 
whenever a customer came to the 
counter to purchase a part. While 
no “special” prices are offered, this 
practice of bringing additional 
parts to the customer's attention is 
in itself an effective means of 
boosting sales. 


Shop Visits 


Siegert also works closely with 
the shop in order to further build 
up parts sales. At daily intervals 
he visits the shop to learn from 
the shop foreman what parts may 
soon be needed for a particular 
piece of machinery. Siegert takes 
note of such needs and either calls 
the customer by telephone later or 
contacts him during some visit to 
the store. 

Once a month Siegert sends out 
500 postcards promoting seasonal 
items such as plow parts and serv- 
ice, mower parts and service, etc 

“In promoting parts it is of pri- 
mary importance to have a suf- 


ficient supply of them in stock,’ 
Siegert continued, “and only accu- 
rate records can help you do that.” 

A card index file is used to re- 
cord the part, number, bin and 
aisle number, quantity ordered, 
date, cost per item, daily sales, 
sales price, and number of items on 
hand. Minimums are established 
on each item, red flags signalling 
when an item is approaching that 
minimum and requires re-order- 
ing. 

When stock comes in and is put 
into the bins, the stock order is 
checked for quantities and parts 
numbers. Cost prices are recorded 
next to each list price. This pro- 
vides an exact record so that year- 
ly inventories can be computed at 
actual which is especially 
important in a time of rapid price 
changes 

Every morning, sales tickets of 
the previous day are totaled and 
the amount subtracted from the 
parts on hand. Siegert goes through 
the card index file rapidly each 
day to keep abreast of inventory 
levels. A thorough check of every 
card is made every three months 
to review rate of turnover of each 
part and to determine the quanti- 
ties in which an item should be 
ordered 


costs, 
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$ ENCHANIMENI 


in the Air...... 





There’s a magic to the Season that dusts away the 
webs of Time . . . that endows the Present with a Beauty a 
score of centuries old. 


We know its wonders in a hundred different ways. 


We know it when the world denies us Peace, and we find it 
in the quiet of an ancient Winter's night 


We know it when we search for Faith, and find it in the 
brightness of a star . .. when we reach for Hope, and find it 
in the humble hearts of shepherds . . . when we strive for 
Charity, and find it in the priceless gifts of kings 





‘We know it when we long for Strength, and find it in the 
countenance of a carpenter . . . when we look for Love, and find 
it in the radiance of a mother’s eyes. 


We know it when at last we find . . . all the Riches all the Happiness 
all the Goodness of all Time . . . nestled in the manger of a single 


tiny stable. 


We know it then for what it is . . . the wonderwork of Christmas. 
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USDA Reports 
Outlook 


am IN 1952 American agricul- 
ture will be called upon to 
produce the food and fiber neces- 
sary to fulfill an increasing do- 
mestic and world demand. At the 
same time the defense program 
will require increasingly large 
allotments of basic metals which 
in turn will mean some decrease 
in the production rate of farm 
equipment, along with other civil- 
ian products. 

However, the U. S. Department 
of Agriculture reports that a sur- 
vey conducted by its Bureau of 
Agricultural Economics indicates 
that supplies of industrial products 
used in farm production are ex- 
pected to be sufficient to meet 
most requirements in 1952 


Some Scarcities 


But, the survey warns, some 
items will be relatively scarcer in 
1952 than heretofore in the 
mobilization period. While sup- 
plies of most products used in farm 
production are expected to be 
adequate to meet heavy demand 
in 1952, the availability of some 
materials will be substantially re- 
duced because of defense require 
ments. Every effort is expected to 
be made to obtain materials, 
chemicals and machinery needed 
by farmers to meet production 
goals. But the Department of Agri- 
culture emphasized that * it 
will be necessary for farmers to 
anticipate their needs and make 
them known in advance so that 
dealers can place orders and have 
supplies on hand when needed.’ 

Production of farm machinery, 
generally adequate to meet de 
mand in 1951, was cut considerably 
in the last quarter of the year and 
is expected to drop further in 
1952 

Beginning with June 1951 farm 
machinery manufacturers were al 
located materials for the continued 
production of equipment. As the 
Department of Agriculture ex 
plains, “It is expected that mate: 
ials will continue to be allocated 


74 





on the-- 


for Farm Equipment 


to manufacturers in 1952. The DPA 
allotments of controlled materials 
for the first quarter of 1952 an- 
nounced October 12 should per- 
mit production of agricultural ma- 
chinery at 80 to 85 percent of the 
1949-50 level. Supplies of new ma- 
chines, repair parts and attach- 
ments are likely to be adequate 
to attain farm production goals in 
1952. However, supplies may be 
relatively short for some of the 
newer labor-saving machines.” 

Meanwhile, a smaller labor sup- 
ply and further increase in farm 
wage rates expected in 1952 help 
to assure the continuation of strong 
demand for farm equipment in 
1952 even though prices of ma- 
chinery are expected to rise further 
in the new year. 

For the first nine months of 
1951 farm machinery prices aver- 
aged about 10 percent higher than 
in 1950, and further moderate in- 
creases are predicted for 1952 

Farmers May experience 
some shortages in supplies of fer- 
tilizer. Total supplies of fertilize: 
for the 1952 crop season will aver- 
age only slightly higher than for 
the past season and probably will 
not be sufficient to meet prospec- 
tive demand, according to the gov- 
ernment report. Fertilizer prices 
have risen only slightly since April 
1951 when they were about 6 per- 
cent higher than in the fall of 1950 
However, a further rise of about 4 
or 5 percent is expected 


also 


Sufficient Pesticides 


Supplies of most pesticides, ex- 
cept those containing sulphur, lead 
and copper, are expected to be suf- 
ficient to meet 1952 demand, and 
prices which rose sharply at the 
beginning of the 1951 season are 
expected to continue near present 
levels 

Meanwhile, the USDA reported 
that the total supply of all basic 
building materials will be at a 
peak during the next six months, 
but defense requirements will be 
of such nature that a part of civil- 





While some items may 
be relatively searcer 
in 1952, supplies of 
most industrial prod- 
ucts used in farm pro- 
duction are expected 
to be sufficient to meet 
most requirements, ac- 
cording to a survey 
made recently by the 
U. S. Department of 
Agriculture 











ian demand will not be met. 

Production of aluminum rool- 
ing and siding in the first six 
months of 1951 was only 60 per- 
cent of 1950 production. Black 
pipe, painted wire fencing, and 
uncoated roofing, to be painted at 
time of application, may be avail- 
able to supplement galvanized 
materials for repair and essential 
construction. While structural 
steel will be rigidly regulated, 
nails will be in sufficient supply 
and adequate supplies of lumber 
are expected to be available in 
nost areas. 

Such products as builder's hard- 
ware, electrical devices and 
plumbing and heating equipment 
are expected to be sufficient for the 
next six months. Copper tubing, 
pipe, bare wire and covered wire 
will be short of demand, but will 
probably fill most farm needs dur 
ing 1952 

Baling wire and ties production 
has been gradually increased and 
is expected to be adequate for the 
coming year. Baler and binder 
twine will be in adequate supply 
but prices will be higher. Burlap 
supplies will be adequate to meet 
current needs 

Materials will be available to 
repair milk cans but the total num- 
ber of cans in use cannot be in- 
creased without increased alloca- 
tion of material 
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BA Couit soom tn koop 
* a wed, Ford, Tractor 
ont this Pot!” 


— that’s because a Ford Tractor is always worth more 


To a practical farmer, a tractor is first 
of all an investment. It must cut his 
costs as well as save labor. Over the 
years, it must stand up in value as well 
as in mechanical efficiency. 

That’s why, in buying a tractor, one 
of the first things for him to consider 
is its value at trade-in time. 


And that’s one of the really big 
reasons for Ford Tractor popularity. 
A Ford Tractor is always worth more. 
It’s worth more when new, because for 
all its extra value features, it’s still 
priced substantially lower than any 


A}- 


other leading two-plow tractor with 
comparable equipment. 


It’s worth more over the years because 
of its combination of power with econ- 
omy, its speed and ease of operation, 
and the great variety of jobs it can do. 


The result, as farmers and tractor 
dealers everywhere know, is that a Ford 
is an easy tractor to trade or sell—an ex- 
ceptionally good tractor to own at trade- 
in time. Because, above all, it’s a Ford! 


That’s another major reason why the 
Dearborn Franchise is worth so much 
from the start—and why its value grows 
with each succeeding year! 


DEARBORN MOTORS CORPORATION © BiRMINGHAM, MICHIGAN 


National Marketing Organization for the Ford Tractor 
and Dearborn Farm Equipment 
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FLORIDA CONVENTION 


— J. KING, of Tampa, was 
elected president of the Flor- 
ida Retail Farm Equipment Associ- 
ation at the sixth annual conven- 
tion of this group, in Orlando, No- 
vember 5 and 6. He succeeds Ar- 
thur D. Brown, of Tampa, retiring 
president. Otto McCollister, of 
Trenton, was elected vice president 
and Allen Hutchinson, of Orlando, 
was re-elected to the office of sec- 
retary-treasurer. 

The following directors were re- 
elected: J. H. Jennings, Lakeland; 
Ottis Brown, Live Oak; C. C. Grif- 
fin, Branford; George Cooper, 
Homestead, and J. B. Pike, Live 
Oak. New directors include: J. W 
Lyle, Winter-Haven; W. H. Boyd, 
Fort Pierce; T. E. Moss, Jr., Holly- 
wood, and George Newell, Palatka. 


Speakers 


Principal convention speaker 
was U.S. Senator Spessard L. Hol- 
land, Speaking at the final busi- 
ness session, he predicted that 
shortages of some metals will re- 
quire curtailed production of farm 
implements during the coming 
year. But he gave assurance that 
the industry will have a “high 
priority” on available materials 
He also suggested that business 
men may expect “further attacks 
on their freedom” as_ various 
groups as well as some members 
of Congress continue their pres- 
socialistic legislation 

As for the international situa- 
tion the Senator said that the 
United States and its allies are be- 
coming so strong that Russia will 
now be very hesitant about start- 


sure for 
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ing a third world war. But, he said, 
Wwe must continue to build up our 
national defenses. 

Features of the opening conven- 
tion session, the afternoon of No- 
vember 5, were brief reports by 
the association president, Arthur 


Newly-elected officers of the 
Florida Retail] Farm Equipment 
Association, left to right: Otto 
McCollister, Trenton, vice pres- 
ident; Ralph J. King, Tampa. 
president; Arthur Brown, Tam- 
pa, retiring president; Allen 
Hutchinson, Orlando, Secre- 
tary-treasurer 


D. Brown, and the secretary, Allen 
Hutchinson; and addresses by G. 
H. W. Schmidt, of Florida Ford 
Tractor Co., Jacksonville, and Paul 
M. Mulliken, managing director of 
the National Retail Farm Equip- 
ment Association, St. Louis. 

On the program for the second 
day, in addition to Senator Hol- 
land, were Charles J. Bailey, Owo- 
tonna, Minn., of the Federated Mu- 
tual Implement and Hardware In- 
surance Co.; T. B. Hale, of the In- 
ternational Harvester Co., Chicago: 
and R. S. Combs, of the Office of 
Price Stabilization, Jacksonville 


KENTUCKY CONVENTION 


HE KENTUCKY RETAIL Farm 

Equipment Association at its 
annual convention took steps to 
set up a state-wide inventory of 
obsolete implement parts 

The association met November 
8-9 in Louisville 

The parts inventory is designed 
to prevent a shortage among some 
dealers such as occurred during 
World War II. Under the plan each 
dealer will file with Secretary- 
Treasurer Charles W. Whitney in 
Louisville a list of all the obsolete 
parts he has on hand. Thus, when- 
ever a dealer has calls for parts 
that he does not have in stock, he 
can contact Whitney and learn 
where he might obtain such parts 
immediately. This will serve to 
keep more farm machinery in the 
field 

R. D. Merrill of the agricultural 
and implement division of the Na- 
tional Production Authority, fore- 
cast a shortage of farm equipment 
next spring and warned the deal- 
ers to be on the alert for black 
marketing. He said most steel is 
now being diverted into defense 


production. 

To curb black marketing, he 
suggested improved distribution 
practices by manufacturers and 
dealers to see that new farm 
equipment is sent where needed 

U. S. Senator Tom Underwood 
told the dealers that nothing has 
helped this country more than 
soil conservation, and he urged 
them to back that program with 
their full support 

The convention elected a board 
of 11 directors, which in turn 
elected new officers. L. D. Chipps, 
Marion, was elected president. Roy 
H. Hunt, Louisville, was elected 
vice-president, and Charles W 
Whitney was re-elected secretary- 
treasurer 

Directors elected are: F. G. Hor- 
ton, Paducah: M. G. Williams 
Hopkinsville; Coleman Rideout, 
Henderson: Ira York, Scottsville: 
Ben J. Peterson, Loretto; John 
Heady, Eminence: J. H. Criswell 
Paris; Charles Van Deren, Lexing- 
ton; Jack Ferguson, Albany; L. D 
Chipps, Marion, and Roy H. Hunt, 
Louisville 
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BP-1 Tractor with Cultivator No. 82 Horse Hoe BP-1 Tractor with Field Mower 


Pp lanet J T. FIELD AND GARDEN TOOLS 


THAT HELP TO 


Produce Wore Food 


Your customers are interested in better living. They want to raise 
bigger and better crops without back-breaking labor. 


Planet Jr. Agricultural Implements make fun of work ... do all the 
heavy jobs... seeding, discing, weeding, mowing, cultivating, plow- 
ing, fertilizing, snow plowing, etc. 


Sell the complete Planet Jr. line and cash 
in on your customer’s desire for better 
crops and better living and watch your 
profits grow and grow. 


ents 
S. L. ALLEN & CO., Inc., 3421 N. 5th Street, Philadelphia 40, Pa. ese 


No. 12 Double Wheel Hoe 


] 


~<A (cC 


H. W. Tractor: 4-Row Seeder and Fertilizer No. 17 Single Wheel Hoe 220 Fertilizer Distributor 


300 Seeder with Disc Ridgers 160 Multiple-Row Drill 


SOUTHERN FARM EQUIPMENT Section for DECEMBER, 195! 





New One-Way Dise Plow 
Introduced by Krause . 


ee for difficult plowing 
jobs, its new one-way disc 
plow is said to deliver exceptional 
performance in hard ground, moist 
soil and heavy trash, according to 
Krause Plow Corp., 305 S. Monroe 
St.. Hutchinson, Kan Easily 
mounted direct on the three-point 
hitch of Ford, Ferguson and 
similar tractors, it is lifted and 
controlled by the tractor’s hy- 
draulic system 

Four large 26” heavy duty, heat- 
treated steel discs, spaced 10 
inches apart, cut a full 30-inch 
swath. A _ spring-loaded “V”’-rim 
rear wheel controls all side draft 
No gauge wheels or extra weights 
are required. Road clearance is a 
full 13 inches when the plow is 
lifted. For lighter draft, anti-fric- 
tion bearings are used throughout 
A rigid box girder steel frame 
provides maximum strength 

In addition to plowing, the 
implement is said to be useful for 
contouring, terracing, discing 
stalk-cutting, mulching, and or! 
chard and field cultivation 

Krause Plow Corporation also 
manufactures a complete line of 
larger one-way plows and chisel 
tillers 


° 


Barnes Offers New Dealer 
Store-Identification Sign . . 
BRIGHT 4-color, eye-catching 
illuminated clock sign which 
identifies the Dealers’ Store as the 
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Headquarters for Barnes Pumps 
and Water Systems is being made 
available at a low cost by the 
3arnes Manufacturing Co., Mans 
field, Ohio. 


According to Fred B. Hout, vice 
president in charge of sales at 


Barnes, “Nothing catches peoples’ 
attention as much as a clock does 
in a store. And when an attractive 
sales message is made a part of the 
clock, the dealer just naturally 
hits the ‘Jack Pot’ of sales remind- 
ers.” 

The sign is illuminated by a 20- 
watt fluorescent tube that costs 
little to burn. This one tube illumi- 
nates both sign and clock. Sign is 
black, red, and yellow with pearl- 
escent finish to the metal parts, 
which in turn are trimmed in 
chrome. The sign is designed for 
indoor use—to be hung in either 
window or on the wall. Large 
842-in. diameter clock with sweep 
second hand, is one that can be 
readily read from any part of the 
store 


¢ 


Dobbins Introduces New 
Row Crop Duster ..... 


A NEW row crop duster, de- 
signed for cotton dusting as 
well as for all other types of row 
crop dusting in the South, has 
been introduced by Dobbins Man- 
ufacturing Co., Elkhart, Ind 

The duster is ruggedly built for 
fast, effective cotton and row crop 
dusting and is made in four, five 
or six-row models. It has a large 
60 lb. hopper and the nozzles are 
adjustable both vertically and 
horizontally 

The duster has positive 
feed control and gives uni- 
form discharge pattern from all 
nozzles. The unit is designed to 
mount on all popular tractors 

Further information is available 
ufacturer 


accu- 
rate 


upon request to the mai 


-7# 
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, — THE CHICKENS 
OW THe DIFFERENCE 


sales 


and INFLUENCE POULTRYMEN 
with this KEYSTONE DISPLAY 


~N 
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Here’s the winner in more ways than one. The new 
Keystone Poultry Netting display is a real, potent, 
point-of-sale reminder. Just set it “out in front” and 
let it do the sales job for you. 

And, poultrymen recognize it as a winner, because 
they know tha: Keystone Improved Poultry Netting is 
precision built, it has a neat uniform weave .. . it's made 
with a reverse-twist weave producing a mesh that is 
unusually strong, that stretches up evenly... and it 
unrolls flat, like a rug, there's no buckling. 

Dealers know it’s a winner because “made by Key- 
stone” means customer preference. In addition to the 
new point-of-sale reminder, the bright trim rolls help 
sales. The inventory tag is another Keystone merchan- 
dising help... just a number jotted at the time of the 
previous sale tells you how many feet are left. You'll 
find it on every roll. Ask for free envelope stuffers. 
Local newspaper mats and radio scripts are ready to 
help you make a bigger NET profit. Order from your 
jobber, or write him for catalog sheets and prices. 
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keystone poultry netting 


KEYSTONE STEEL & WIRE COMPANY, Peoria 7, Illinois 


Red Brand fence, Red Top steel posts, gates, Keymesh plaster and concrete reinforcement 
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: . after another”... Specialized farm equip 














Build a sturdier business structure around 
a New [pea dealership 





The New Idea Dealer Franchise brings to thousands of dealers 





one of the most liberal sales policies in the farm equipment 
field. It's a franchise that becomes more valuable each year 
as new and outstanding specialized farm tools are added to 
the New Idea line—each and every one of which brings more 
sales and larger profits from your sales effort. 

This outstanding franchise may still be open in your territory 
—if so, it will be to your advantage to write now and 
have a New Idea representative call—it's worth looking 


into for *52. 
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So ntieatinentll ie tieeieeenenaenll 
FARM EQUIPMENT COMPANY 


AVE 
SUBSIDIARY 11 MANUFACTURING CORPORATION 
COLDWATER, OHIO 


Pass 
ee 


© MANURE SPREADERS © CORN PICKERS ¢ SHELLERS ¢ STALK SHREDDERS * STEEL WAGONS 
TRANSPLANTERS © MOWERS ¢ HAY RAKES « HAY LOADERS ¢ ELEVATORS ¢ HYDRAULIC LOADERS 
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Infra-Red Strip Units 
Available for Farm Use 


pgm heat is now available 
for farm use in the form of in- 
fra-red strip units, manufactured 
by the North American Electric 
Lamp Co. 

Available in 3 to 14 lamp units, 
they offer a wide range of uses: 
uniform and inexpensive heat for 
chicken brooders, pig and lamp 
brooders, livestock, and general 
farm-heat applications, it was an- 
nounced 

The units are complete with 


lamps, 


reflectors and 
sockets mounted on rigid conduit 


és 


porcelain 








you'll sell more... 
you'll serve customers better 


SPRAYING SYSTEMS 


ryY 
MG7Gla 
SPRAY *7 NOZZLES 


you'll be selling the agricultural spray nozzles al- 
ready proved best by acceptance . . . the nozzles 
most used by original equipment manufacturers 

. and most often recommended by chemical 
manufacturers and government farm authorities. 


you'll be giving your customers precision-built 
nozzles that accurately control spray volume, spray 
angle and atomization for effective, low cost spray- 
ing. 

you'll be able to offer hundreds of interchangeable 
orifice tip types and sizes . . . to meet a full range 
of agricultural spraying needs. All nozzles factory 
tested before shipment. 


you'll be selling a complete spray nozzle line... 
including strainers, fittings and hand valve ... 
sources of extra profit and better service. 


you'll be selling America’s best known and most 
liked spray nozzles . . . backed up by literature 
and sales promotion to make your store an au- 
thoritative and reliable source of complete spray 
nozzle supplies. WRITE FOR the TeeJet Bulletin 
58 for complete information . . . and name of 
nearest distributor. 


SPRAYING SYSTEMS CO. 


3277 RANDOLPH STREET @ BELLWOOD, ILLINOIS 
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SPRAY NOZZLES 





FITC 


Fiat ne Se > 
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/ 
INTERCHANGEABLE , SPRAY 
ORIFICE TIPS MOREE 


*» 


QZ) ‘> TRIGGER 


TEEJET 


DISC TYPE CONEJET 


TYPICAL EQUIPMENT 


for the best in performance from equipment and chemicals! 








They can be equipped with ap- 
proved rubber cord and plug, 
ready for immediate use. Used 
singly or, in banks, Nalco Infra- 
Red Strip Units provide the con- 
venient answer to many heating 
problems around the farm 

Further information can be ob- 
tained from the North American 
Electric Lamp Co., 1014 Tyler St., 
St. Louis 5, Mo 
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The Customer's Viewpoint 


(Continued from page 67) 


when you buy a new piece of 
equipment?” Then, in a neat pack- 
age, he laid it on the line 

“All we expect,” he said, “is a 
good start. We want that equip- 
ment to work, and work right, 
when we put it in the field the 
first time. For the first time we 
put it in the field, that’s when we 
need it. We don’t have time to try 
it out first to see if it will work 

“That’s all we expect from a 
dealer and his equipment. We buy 
equipment because we know it is 
made to do a certain job. We want 
it to do that job the first time. We 
don’t expect it to be in perfect 
condition forever, because we use 
equipment pretty hard. 

“It’s just about like buying an 
automobile, as far as different 
brands are concerned. I buy one 
make, my neighbor buys another 
I like my car and my neighbor 
likes his. They are both good cars 

“And as for service, again it’s 
with implements about like it is 
with cars. Maybe my dealer thinks 
I'm entitled to a little more in the 
way of service. Maybe it’s the first 
piece of equipment I ever bought 
in his line and he wants to keep 
me happy. We never had any 
trouble with any dealer about 
service. Maybe because we don’t 
ask for so much 

“Yes, give us a good start. That's 
about all we ask for. We know the 
equipment will get the job done if 
it’s put together right.” 

Earlier, the elder Roddy had in- 
cicated an inclination toward the 
belief that farm equip- 
ment is ,not of a _ construction 
standard to endure the power of 
modern tractors 

“This equipment today wears 
out a lot faster than it did when 
mules pulled it.”’ he commented 
“We didn’t wear out mule equip- 
ment so fast.” 

He was reminded that modern 
equipment, to be more effective, is 
more complicated in a number of 
cases. He agreed 


present 
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.-- with Massey-Harris tractors 
that have more Pulling Power 


What do farmers look for most when they buy a new 
tractor? It's That's why more and more 
farmers are buying Massey-Harris tractors . . . they lead 
the field in performance, as proved by actual tests 


performanc e! 


Massey-Harris tractors deliver more power in every 
class. No matter whether it’s a small 1-plow tractor or 
a husky 5-plow giant, Massey-Harris tractors deliver 
more drawbar pull, more belt power, than any other 
tractor of similar size. 


Massey-Harris tractors get more work done on each 
gallon of fuel . . . they deliver far more power per 
gallon of fuel than the average of all other makes of 
wheel tractors. And when you talk fuel savings to 
your farmer customer, you're talking his language. 


Massey-Harris tractors are easier to handle, more 
comfortable to ride. There are many reasons for this 
shock-resistant steering, light-pressure brakes, smooth 








controls, roomy platform, streamlined hood, and many 
more features. 

A full line of matched tools team up with Massey 
Harris tractors to give balanced performance, putting 
the work-ability of Massey-Harris tractors to best use 

Is it any wonder that Massey-Harris is the fastest 
growing full line implement company that more 
and more dealers find extra profits in handling the 
Massey-Harris line? Why don’t you look into the 
money-making opportunities of the Massey-Harris 
franchise? The branch nearest you can give you full 
information. 


The MASSEY-HARRIS COMPANY 
Quality Avenue * Racine, Wisconsin 
Bronches in Ationte, Go.; Botavic, N. Y.; Columbus, Ohio; Dallas, Texas 
Des Moines, lowe; Konsos City, Kon.; Memphis, Tenn.; Minneapolis 
Minn; Omoho, Nebr.; Portiond, Ore.; Racine, Wis.; Stockton, Coif 
Sub-bronches: Enid, Oklo.; Farge, N. D.; Grand Forks, N. D.; Harrisburg 
Pa.; Los Angeles, Colif.; St. Lovis, Mo.; Wichite, Ken 


Ihoke ii Mortis 
clutch, hydraulic-spring mounted seat, instant-reach od WTS 
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Butler Quality Reputation 


Builds Quantity Sales for You 


In your area Butler Farm Equip- as a Butler Dealer. And Butler 
ment has earned a reputation for backs you up with consistent 
top quality and long life. One farm magazine advertising to 
farmer tells another . . . and the your farmer customers. Get more 
demand grows. This valuable sales and more profits . . . sell 
word-of-mouth advertising builds Butler Blue Ribbon Line Farm 
quantity sales and profits for you Equipment. 








Grain Bins 











Here’s a sure-fire best-seller for you — 
(Nearly 50,000 Butler Grain Bins were sold 
in one year alone.) You'll sell Butler Grain 
Bins as fast as you stock them, because 
your farmer customers know ‘“‘Butler’’ means 
the best grain bin on the market 








Check These Best-Seller Features 


@ Fire-safe, weathertight, rodent-proof 

@ Fast, easy to erect 

@ Low-cost maintenanc2 

@ Long-life construction 

®@ Man-sized roof manhole for easy filling 
@ Proved in use for more than 40 years 
@ 1,000; 2,200; 3,276 bushel capacities 








Stock Tanks 











You'll sell your supply of Butler Watering 
Tanks as fast as you stock them. Why? B« 
cause Butler Stock tanks are preferred by 
more farmers than any other brand. Farm 
ers have been buying Butler tanks for more 


+ 


than 50 years they are proved in use. 


Here’s a Feature that Really Sells Them — 
Big Ham” Automatic Fountain 


Butler Round and Round End > 

Stock Tanks feature great struc You can sell more Butler watering tanks because 
tural strength plus added the Big Ham Fountain means the farmer can 
strength built in with spiral cor water more animals with one tank 

rugations, deep drawn swedges, 

inset side-bottom seam and re And for an extra profits builder, sell the fountains 
inforced tube top. for tanks already in use. 
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“Big Ham" Hog Feeders 








More than 2 years of on-the-farm use have proved 
that pigs make hogs of themselves at the Butler 
“Big Ham’’ Hog Feeder. Display one today so 
that your farmer customers can see why the 
Butler Round type feeder is the best 


More Sales Makers 
@ Self-locking cover 
® “Continuous Flow Cone” prevents bridging—even of 
ground oats 
@ Feeder lids keep feed dry 
@ Cypress skids are rot-proof 


@ Feed control slides vary size of opening 











Corn Cribs Auger Grain Loaders 




















Here's the answer to Complete your line with rugged, dependable 

your farmer custo Butler Auger Grain Loaders. Balanced for 
rs’ 1g s for 

mess den ands one-man opera 


d rmanent, eco- 
Ae —_ tion. Available 


sUTLER 


nomical corn crib 
Made of rugged 


galvanized steel 


in a variety of 
sizes to meet the 
designed to better farmer's every 
condition and keep : need 7; aes 
ear corn until ‘ 41’ and 41’ 
marketing time Heavy Duty 

665 and 1100 bushel 


capacities 














Feed Pans Well Casing 


Built to last and provide complete 

customer satisfaction. Perforated 

or plain; galvanized screwjoint 

type 2‘2’ and 10’ one-piece 

and see! Galvanized; lengths, double lock side 

16%" diameter, 3%” seam. Add Butler Well 

deep. Many uses Casing to your line 
for extra profits 

















Every farmer who walks 
into your place is a cus 
tomer for these sturdy 
feed pans. Display one 





Information on Any Butler Product 


For prompt reply. address Dept. SX112 
BUTLER MANUFACTURING COMPANY 
7394 E. 13th St., Konsos City 3E, Mo 


Please send me further information on the following Butler products 


BUTLER MANUFACTURING a 
COMPANY O) Stock Tonks iia 


] Hog Feeders 
[] Corn Cribs 
[] Auger Looders 
[) Feed Pans 

C) Well Casing City Zone State 
oe & ee ee ee ee ee ee ee ee oe ee oe ee ee ee ee ee oe ee ee ee oe ee es ee oe 
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Address 
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“Yes,” he said, “the manufactur- 
ers are putting pretty good stuff 
in their equipment, come to think 
cf it. Those tractors just take it 
along behind them, no matter 
what you come to. A tractor is 
hard on anything you pull behind 
it. But what you pull gets the job 
done, all right. Yes, I guess the 
stuff they put in these days is all 
right.” 

At this point, the pump motor 
having died again, Burton elabo- 
rated on his definition of a good 
start. 

“Sometimes you'll 


get a plow 


that’s set for soft land,” he re- 
called, “when your plowing is in 
hard stuff. Of course, the plow has 
been set at the factory, and the 
factory doesn’t know what kind 
of dirt it will be used in.” 

Burton was reluctant to be 
critical of any dealer. The dealers 
in his experience have all been 
pretty nice people. He did admit 
that the average dealer, knowing 
his customers and their farms, 
should probably think to have the 
plow set right before delivery. 

This reminded the elder Roddy 
of a new plow that simply wouldn't 


—— as 





OK CHAMPION 
IRRIGATION 


LIGHT WEIGHT ALUMINUM 


PIPE 


OR STEEL 


Sales Opportunities 
FOR IMPLEMENT DEALERS 


Farmers are using OK Champion Irrigation Pipe to improve yield 
and quality of crops. This light weight aluminum or steel pipe is 
easily moved from one location to another—watering fields from 


wells, lake or stream. 


Pipe ends are quickly connected from 


standing position—save time and labor. Flexible joints allow pipe 
to hug ground—pressure up to 150 Ibs. guaranteed for sprinkling 


over wide area 


farmer with a profit with first year’s use 


papers. 


Most Champion Irrigation Systems repay the 


Advertised in farm 


Dealers are making profitable sales 
of Champion Irrigation Equipment. 
Territory still available. Write us. 


CHAMPION CORPORATION 


4747 SHEFFIELD AVENUE, HAMMOND, INDIANA 





stay in the furrow. 

“We fussed with that thing, me 
and the boys,” he recalled, “but 
we couldn't do a bit of good with 
it. And then, just by pure acci- 
dent, the mechanic from that deal- 
er’s place happened to be driving 
by and stopped. He knew exactly 
what to do to get that plow 
straightened out. Just an adjust- 
ment that could have been made 
before they delivered it. 

“And you can always find some 
loose nuts here and there on any 
new piece of equipment. Every 
time they buy something, the boys 
go over it good with wrenches, 
tightening it up. We found out it 
pays to do that. And, of course, 
there are a lot of repairs we make 
right here on the farm. You can’t 
be a farmer very long if you don’t 
know how to keep equipment run- 
ning when you need it. But when 
there is any major repair job to be 
done, we just load up the equip- 
ment and take it to the dealer.” 

Burton agreed that, although 
there are many repairs made right 
on the farm, service is often 
needed. 

“And service is good,” he added 
“It doesn’t seem to make any dif- 
ference which make of equipment 
is involved. If we call someone to 
come out, they get here right now 
Never have any trouble that way.” 

“That's right,” echoed Roddy, 
senior. “But maybe we get better 
attention than a lot of customers, 
because we pay cash,” he said 

Who decides what equipment 
will be purchased for the farm? 

“All three of us (brothers) get 
together on it,” said Burton. “Yes, 
we have some pretty hot argu- 
ments sometimes. But we've al- 
ways been partners and if I'd find 
a hundred dollars today only 
thirty-three doliars would be mine 
That's the way we operate.” 

“He’s lyin’ about that,” com- 
mented Roddy, senior. “Those boys 
never have any trouble. Everybody 
in the country says they're fine 
boys. That’s the reason they get 
along so well with dealers. Dealers 
like to do business with my boys 
These boys could go in right now 
and buy $10,000 worth of equip- 
ment on credit.” 

The Roddys don’t change lines 
often. They like one item in this 
line, another item in that line 
They know what they want and 
that’s what they buy. They will 
listen patiently to an argument 
from a dealer, who trys to get 
them to switch brands, but argu- 

(Continued on page 88) 
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FOR HOLDING. HAULING... HOISTING 


Sell 
CAMPBELL 
CHAIN 


Campbell makes chain for every need: swing chains and log 
chains, tie-outs and cow ties, halter chains and binding chains... 
all kinds of chain needed by your customers. And Campbell Chain 


is packaged for profit. It is easier to stock, display, and sell! 


Ask your wholesaler—or write direct—for complete information. 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAGHES 


Zk ~ CAMPBELL CHAIN Company 
<— CAMPBELL Za MAIN OFFICE: YORK, PA 
SS CHAIN Za Factories: York, Pa., and West Burlington, lowe 
aw Chain for every need... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 
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Customer’s Viewpoint 
(Continued from page 86) 


ments don’t have much influence. 
They know what they want and if 
they can get it, that’s what they 
buy. 

If the Roddys are typical cus- 
tomers, however, it is not an im- 
possibility to sell them something 
new in another line. Once during 
the war they needed a certain size 
tractor. But it was not available in 
their favorite line. So they drove 
to another not too distant dealer- 
ship, bought the next best thing, 
and have liked that tractor ever 
since. 

Recently, dealers have been try- 
ing to sell the Roddys a cotton 
picker. But they’re not going to 
buy until someone else in the ter- 
ritory has bought one, used it and 
proved it. As hard as it was to get 
cotton pickers this last season, too! 
Those are approximately the 
words of Roddy, senior. Perhaps 
he still exercises some influence on 
the three sons. 

Possibly the observations of the 
Roddys contain a tip to dealers to 
make more friendly calls, more 
often, without trying to sell any- 
thing. Dealers and their men are 
fairly steady in their efforts to sell 
scmething to the Roddys. But 
dealers and their men aren't very 
often seen just for the sake of a 
friendly visit. 

Another factor makes the Rod- 
dys good customers from a dealer 
viewpoint. The Roddys take care 
of their equipment. 

Oh, equipment is parked all 
over the place, and it probably sits 
out in the weather around the 
calendar. But it is equipment that 
won't suffer too much from 
weather and eventually it, too, 
may get under a roof. 

But they must take pretty good 
care of their equipment, if one is 
to judge by the old Peter Shutler 
wagon, which is at least 30 years 
old, maybe older. Roddy, senior, 
doesn't know how old that wagon 
is, but he’s proud of the way it 
came through the years 

“Best wagon I ever saw,” he ex- 
claimed. “Why, I'd take that 
wagon out right now and I 
wouldn’t hesitate to put a load of 
10,000 pounds on it. Just don’t see 
how they could put such good 
wood in equipment they built in 
those days. 

“Oh, sure, they’re buildin’ good 
equipment now. But they don’t put 
in the kind of stuff they put in 
when they built that old wagon.” 


Century Demonstrates 
New Sprayer Line. . 


| patmorrmaagg from all over the 
country gathered in Cedar 
Rapids, Iowa, September 25, for a 
preview of the new 1952 line of 
Century All-Purpose sprayers, in- 
cluding the new A-1 
During the morning 
there were discussions and field 
demonstrations of the equipment. 
After lunch, the distributors were 
shown through the Century Engi- 
neering Corp. plant to see the vari- 
ous steps in testing, research and 
manufacture of the sprayers 


° 


session 


MM Creates Two Nev 
Sales Divisions .... 


fps NEW sales divisions, organ- 
ized as a result of the merger 
of Minneapolis-Moline Co. and B 


F. Avery & Sons Co., officially 
started full-scale operations No- 
vember 1 as divisions of Minne- 
apolis-Moline Co. One of these 
new divisions is located in Louis- 
ville, Kentucky, and the other in 
Atlanta, Georgia 

The newly created East-Central 
Division is located at 1721 South 
7th Street in Louisville. H. C 
Harrell is manager and C. W 
Spigener assistant manager, with 
A. R. Armstrong as sales super- 
visor. R. F. Bosse will be sales 
supervisor in charge of the branch 
office at Raleigh, North Carolina 

The division territory includes 
Kentucky and Tennessee east of 
the Tennessee River, all of Vir- 
ginia except a few northern coun- 
ties. North Carolina with the ex- 
ception of several counties on the 
southern boundary, Indiana coun- 
ties bordering on Kentucky, and 
the Maryland counties of Somer- 
set and Worcester. 

The new Southeastern division 
office is located at 145 Forrest 
Avenue N. E., in Atlanta. Con- 
struction of a new building is ex- 


pected to start soon in suburban 
Chamblee. 

Operations of the Southeastern 
Division are managed by C. W 
Brawdy, and his assistant is R. J 
Tupper. F. E. Westfall is the area 
sales supervisor 

Southeastern Division now 
serves the states of South Caro- 
lina, Georgia, Florida, Eastern 
Alabama, and nine boundary 
counties in southeastern North 
Carolina not served by East-Cen- 
tral Division. 

a 


Farm Mechanization in 
The Southeast ...... 


(Continued from page 70) 


By filling in low places first and 
smoothing sloping land with level- 
ing devices before laying out ter- 
races, excessively sharp bends can 
often be avoided 

For efficient operation of plant- 
ing and cultivating equipment, it 
is essential that cotton and corn 
stalks be disposed of immediately 
after harvesting. When _ green 
stalks are present, the power- 
driven rotary-type cutter is most 
efficient. The vertical type cutter 
can be used for disposal of row 
crop residue only. Many farmers in 
the Southeast are using horizon- 
tal-type rotary cutters because 
these machines can also be used 
for pasture maintenance and weed 
control. By performing the stalk 
cutting operation as soon afte! 
harvesting as possible, a protec- 
tive covering for the soil may be 
obtained, and decay of stalks and 
insect control may be aided con- 
siderably 

A well prepared seedbed is of 
utmost importance for mechanized 
operations. The soil should be 
broken at least 6 inches deep, 
using a moldboard or disk plow 
well ahead of planting. After 
breaking, a firm seedbed may be 

(Continued on page 90) 
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TYGART 


TRACTOR-MOUNTED DUSTER 


\ . BEST DUSTER MANUFACTURED. Light all-steel 


construction. Accurate quantity adjustment. Smooth, efh 
cient operation Used throughout the entire country For 


all row crops, vegetables, peanuts, orchards, etc 


Tygart 
TRACTOR DISC HARROW 


A medium weight harrow for all types of work. Steel ve . 


construction throughout. Automatic gang control—smooth 
and positive. Special all metal bearings designed for long, 
trouble-free service 


For illustrated literature 
AA @ and full details, write, 
+ 


phone or wire 


NASHVILLE, 


Newlpeat Sprayer Company poor 


ae 


The REAL BUY for 
Economy and Ability 


@ Gardenferm—A HEAVYWEIGHT with FINGER-TIP Con- 
trol. Heavy cast iron wheels for EARTH GRIPPING TRAC- 
TION. Motors equipped with 6:1 Gear Reductions for 
MAXIMUM POWER. IMPLEMENT CARRIER AND DEPTH 
GAUGE is STANDARD EQUIPMENT. 

Gardenfarm Implements are wel! built to rigid specifications. 
Coupling is simple and quick. Additional implements are 
available upon request. 





@ 7-inch plow with point 
odjuster. 

@ Cultivator; adjustable 
end reversible. 

® Dise Horrow; 8-12 Inch 
Dises, two gangs; Ad- 
justable 
Middlebuster with 
point adjuster. 
(Sweeps, Screpes and 
shovels may be used 
on same foot). 
32-inch Sickle ber Patterns are available i 

‘ é available for practically 

@ Grader; Adjustable 40- . . : ’ , 
hae ar oe . all plows, listers, middlebreakers in No. 1 soft 

es be ee center or No. 2 crucible steel of the highest 
eeth justable . , 

© Sethy with ceece quality obtainable. Send today for catalog and 

Pneumatic rubber tires trade prices. 

and brakes. 


For complete information write todey. Exclusive territories ovoilable 








STAR MANUFACTURING COMPANY 
SOUTHERN TRACTOR MFG. CORP. DIVISION OF ILLINOIS IRON & BOLT CO 


CARPENTERSVILLE, ILLINO! A T 187 
CAMDEN, S. Cc. NOS, Be ee ode 
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NOW ENJOY THE REALLY VERSATILE 


GARDEN TRACTOR 


FOR FARM, GARDEN, HOME AND ESTATE 


. Slag 


s 
e ows 


Woog 


“Ultivere 
e Nows Sra 
CUts brus, 


The Kut-Kwick rotary 
mowing attachment 
» cv¥ts and shreds light 
undergrowth-brust 
grass, weeds et 
forming o valuable 
mulch on the land 
which promotes the 
yrowth of green 


pastures 


The garden tractor 
has a circular saw 
attachment which 
fells trees at 
ground level 

It also cuts them 
into firewood 
fence posts etc 
Kut-Kwick uses 
standard garden 
plows, harrows 
cultivators etc 
and is produced 
with power range 
of from 2 to 6h.p 





DEALERS — 
DK Write today for illustrated catalog and prices 


Kut-KWICK TOOL CORPORATION 


P.O. BOX 476 BRUNSWICK, GEORGIA 
~- 








formed with harrows and ridged 
rollers (Cultipackers) or with com- 
binations of both. This method of 
seedbed preparation is desirable 
for row crops as well as forage 
and hay crops. 


Planting Operation 


The planting operation will be 
of particular importance if me- 
chanical harvesting is to be prac- 
ticed. Some manufacturers of cot- 
ton harvesters have desizned their 
equipment to operate best at a 
standard row spacing of 40 inches 

Planting both, cotton and corn, 
in 40-inch rows makes it possible 
to use the same planter and cul- 
tivator settings on the tractor, 
thus eliminating time-consuming 
changes. Cotton should be planted 
on the flat wherever possible and 
solid in the drill for mechanical 
harvesting. Tests have shown that 
close spacing in the drill produces 
small uniform stalks with short 
limbs which can be _ harvested 
more efficiently 

Thick stands are necessary for 
the use of rotary hoes and mechan- 
ical cotton choppers. The rotary 
hoe is effective in early weed con- 
trol and may be used three to five 
times beginning with cotton 
emergence. Each time the rotary 
hoe is used the cotton stand may 
be reduced from 5 to 7 percent. To 
maintain a good stand, therefore, 
a heavier rate of seeding is neces- 
sary 

Mechanical cotton choppers can 
ve used successfully provided that 
proper planting produced a good 
stand first and secondly, the grass 
and weeds were controlled in the 

Experiments in Alabama 

hown no ignificant differ- 
n in yield of mechanically 
hopped versus hand chopped 
otton. Proper use of the rotary 
hoe and mechanical choppe r can 
educe the labor requirements for 
hopping and hoeing approxi- 


ately 50 percent 


Insect Control 


Insect control has become in- 
creasingly important in the last 
few years. From a machinery 
standpoint, tractor sprayers and 
dusters are equally effective for 
applying insecticides Higher 
ground clearances for many of 
these units will be necessary to re- 
duce damage to cotton plants 
Tractor wheel fenders are highl 
desirable to reduce wheel dam- 
age to rank cotton. They should 
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be mounted on the tractor axle 
housing rather than on the culti- 
vator frame. 

Defoliation is essential for ma- 
chine harvesting but it has also 
been effective in reducing boll rot. 
It has been found that hand pick- 
ers were able to pick 20 percent 
more cotton in defoliated than in 
undefoliated cotton. Conventional 
cotton dusters are used to apply 
the defoliants when most of the 
cotton bolls are mature. It should 
be applied either in late evening 
or early morning since contact 
with moisture (dew) is important 

The application of defoliant 
spray materials by airplane has 
produced satisfactory defoliation 
The same material applied with 
tractor sprayers in rank cotton 
often fails to produce adequate 
coverage and results in poor de- 
foliation. 

Mechanical harvesting of cotton 
long has challenged the imagina- 
tion of cotton growers and manu- 
facturers. It was not until 1930 
that the first cotton strippers made 
their appearance in the Texas 
High Plains and not until 1941 that 
the spindle-type cotton picker 
went into commercial production 
There are still relatively few 
pickers in the Southeast but they 
are being used with good success 
where conditions and crop acre 
age justify the investment. The 
grade of cotton obtained with 
spindle-type pickers is about the 
same as that picked by hand 
There is good reason to believe 
that in the next few years spindle- 
type cotton pickers will be intro- 
duced into the South in greater 
numbers. They will probably be 
smaller in size and substantially 
lower in cost than the presently 
available models 

Considerable interest has been 
shown in the possibilities of cot- 
ton strippers in this area. It is 
estimated that between 7500 to 
10,000 cotton strippers were op- 
erating in Texas and Oklahoma 
last year. These machines strip off 
the entire boll leaving the separa- 
tion of lint and burr to the gin 
Their work resembles hand snap- 
ping as commonly practiced late 
in the season. With the equipment 
now available to farmers, ginning 
grades from machine-stripped cot- 
ton in the Southeast will be from 
one to two grades lower than 
hand-picked or machine-picked 
cotton. 

At the present time, experi- 
ments are under way at the South 
Carolina Agricultural Experiment 
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Senvece 
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@.... is a Briggs & Stratton engine service 


organization, factory trained and supervised, near you — 


with a stock of genuine Briggs & Stratton 
parts for all models. The Briggs & Stratton service organi- 
* zation network is the largest of its kind in the world. 
Briggs & Stratton Corporation, Milwaukee 1, Wis., U.S. A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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Station, in cooperation with man- 
ufacturers, to develop and adapt 
suitable spindle-type cotton pick- 
ers for this area. The Alabama 
Agricultural Experiment Station 
is conducting a similar program, 
in cooperation with manufactur- 
ers, on the development and 
adaptation of tractor-mounted cot- 
ton strippers for the Southeast. To 
get an idea of what is at stake in 
this far-reaching program, it is 
only necessary to compare the 
number of man-hours required to 
produce an acre of cotton by dif- 
ferent methods in different parts 
of the Cotton Belt. In the North 
Carolina Coastal Plains, 124 man- 
hours are required with 1l-row 
mule equipment and hand-pick- 
ing, while only 21 man-hours are 
required with 2-row tractor equip- 
ment and machine picking. In the 
Mississippi River Delta, it takes 
139 man-hours with l-row mule 
equipment and only 31.5 man- 
hours with 2-row tractor equip- 
ment and machine picking. 

Aside from cotton, one other 
typical southern crop—peanuts— 
has long defied complete mechani- 
zation. Until recently, the prin- 
cipal factor retarding complete 
mechanized production of peanuts 
has been the hand labor required 
for harvesting. Experimental work 
in Alabama and other southern 
states has proved conclusively that 
it is now possible to combine pea- 
nuts directly from windrows as 
efficiently as by any other method. 
Harvesting tests conducted by the 
Alabama Agricultural Experiment 
Station, employing three different 
methods, show the following labor 
requirements: 

1. Picking peanuts from 
stacks with stationary 
picker — 32.2 man-hours 
per acre. 


Picking from small piles 


with a towed picker 
9.45 man-hours per acre 
Combining directly from 
the windrow—4.1 man- 
hours per acre. 

These figures constitute the 
total labor requirements for har- 
vesting exclusive of digging and 
shaking. The latter operations 
were the same for all three meth- 
ods. When windrows were proper- 
ly prepared, there were no 
terial differences in the 
mercial grades of peanuts 
tained from all three methods 

It can now be safely stated that 
complete mechanization of the 
peanut crop has 
plished. There are 
farmers today a number of 
mercial peanut combines 
will perform satisfactorily 


ma- 
com- 
ob- 


been accom- 
available to 
com- 


which 


Saves Labor 


of the 
the 


The greatest advantage 
combine for peanuts is in 
amount of labor saved. The suc- 
cess of combine harvesting, how- 
ever, is dependent to a large de- 
gree upon the proper execution of 
all other pre-harvest operations 
The requirements for these opera- 
tions are practically the same as 
those discussed previously for cot- 
ton. Having performed these 
properly, a farmer may expect to 
obtain approximately the same 
yield of peanuts from combining 
as from any other method of har- 
vesting. Farmers who intend to 
harvest peanuts with combines 
should make their plans early 
They will then be able to select 
suitable land, secure competent 
personnel, proper equipment, and 
perform all operations at the 
proper time. According to the best 
information available at this time, 
one peanut combine can harvest 


approximately 100 acres of pea- 


nuts 

For satisfactory 
the peanut combine, the windrows 
should be free from soil, loose, and 
of uniform size. This facilitates air 
circulation during the curing 
period and enables controlling the 
rate at which the peanuts are fed 
into the combine. Side-delivery 
rakes are not considered satisfac- 
tory for this job because they pro- 
duce tight and tangled windrows 
leaving excessive amounts of 
in the vines. There are many dif- 
ferent types of peanut shakers on 
the market. Experimental results 
have shown that where peanuts 
are to be combined, the shaker 
should be power take-off driven, 
be at least 54 inches raise 
the peanuts 36 inches or more 
above the and place the 
peanut vines in a compact wind- 


performance of 


soil 


wide, 
ground 


row 

The steadily i 
combines and other 
machinery to harvest 
crops has produced problems of an 
entirely new nature. Harvesting 
by conventional methods was 
usually done when the crop had 
matured in the field and had 
reached a moisture content which 
made it safe for storage. If the crop 
was damaged while exposed to the 
elements, it was accepted as in- 
evitable. The situation is quite dif- 
ferent today. The tremendous in- 
crease in livestock production ac- 
companied by the development of 
high-grade pastures in the South 
has made seed production a major 
farm enterprise. Last year alone, 
Alabama produced approximately 
70,000,000 pounds of seeds. We 
now have farmer seed producers 
who devote hundreds of acres to 
the production of a single seed 
crop for sale. If we are to main- 
tain this position, which incident- 
ally is a very lucrative one at the 


creasing use of 
labor-saving 
our farm 








A TIP to Goulds Dealers 


Here's a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means — extra Christ- 
“aas profits this year 


Goulds Pumps inc. 
Seneca Falls, N.Y. 





GOULDS Balanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 





“LEVEL-CUT” Automatic 


TANDEM 
DISC HARROWS 


m PERFECT DISCING 
NO RIDGING 
NO TRAILING 


Deluxe and Standard 

Tractor-drawn Models. 

Sizes for Every Need. 
Also Horse-drawn Disc Harrows 


Write for Complete Information 
THE COBEY CORPORATION 


GALION, .OHIO 
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BILLING 


SOCKET SETS 
& PARTS 





Preferred by professional h 
and craftsmen. Easier to sell becouse 
of their high quality finish and pre- 
cision fit. %” Ye" and %" 

Squere Drive, with 

double hex and 12 

point sockets in regu- 

lar or deep wall pat- 

terns. Sets in hand- 

some meta! boxes, to 

fit every customer 

need. 


Billings Wholesaler 
WRENCHES OSHOF TOOLS e INDUSTRIAL FORGINGS SINCE 1869 


THE BILLINGS & SPENC 


HARTFORD 
CONNECTICUT 











“BOYETT" 


THE LEADER IN ROW 
CROP SPRAYERS FOR 
A QUARTER OF A 
CENTURY. 


HORSE-DRAWN 
SELF-PROPELLED 
TRACTOR-MOUNTED 


For descriptive literature 
write direct to 


BOYETT SPRAYER MPG. 


NASHVILLE, GEORGIA 











present time, in the national seed 
market, we must be able to com- 
pete with the more arid seed pro- 
ducing areas of the West by sup- 
plementing the natural curing 
process. 

Artificial curing or drying with 
forced air and heat has become a 
necessity for many crops which 
are stored in bulk. The drying 
principle for most crops is es- 
sentially the same. A fan powered 
by an electric motor forces air 
through the material to be dried 
During periods of high humidity 
heat must be supplied to increase 
the drying capacity of the air 
However, there are limits in tem- 
perature of the drying air above 
which. germinability of seed will 
be impaired. In general, tempera- 
tures of 115°F are considered safe 
for seed drying. 

Corn is our. greatest-acreage 
field crop. It is also the leading 
feed crop for livestock, dairy, and 
poultry enterprises. Obviously, an 
efficient mechanical means of har- 
vesting this vital crop is of utmost 
importance. Picking corn by hand 
is not only one of the hardest jobs 
on the farm, it is also che most 
costly operation in producing the 
crop in point of labor. The de- 
velopment of the mechanical corn 
picker went hand in hand with 
the development of nower take-off 
drives from the tractor 


Corn Pickers 


For the past twenty years there 
have been available one-row and 
two-row corn pickers of the pull- 
type and also of the _ tractor- 
mounted type. Self-propelled corn 
pickers were introduced in 1946 
and are finding wide acceptance 
with farmers growing hybrid seed 
corn. More recently, corn husker- 
shellers have been developed 
which husk, shell, and shred 

There have been as many im- 
portant milestones in hay handling 
equipment in recent years than in 
any other branch of farming. One 
of the most spectacular was the 
field pickup baler. It was followed 
by the self-tying pickup baler 
using either twine or wire. Com- 
panion machines of the baler are 
bale loaders and barn elevators. 

Mow finishing of hay has at- 
tracted much interest in recent 
years. In this area of high humid- 
ity, it is often difficult to cure hay 
in the field to the percent moisture 
content considered safe for barn 
storage. Conserving succulent 
green feed for seasonal use has 
been a matter of particular in- 


terest to dairymen. A very labori- 
ous task has been greatly simpli- 
fied by the forage harvester which 
chops cured or green hay for silage 
direct from the windrow and 
blows it into a wagon. Row crop 
attachments to handle corn and 
sorphums make the forage har- 
vester still more versatile. 

Many new ways to utilize the 
power of the tractor for time and 
labor-saving purposes have been 
made available to farmers. To 
mention only a few, we have 
manure loaders, post-hole diggers, 
wood saws, earth moving equip- 
ment, ditchers, etc 


Irrigation Methods 


The introduction of portable 
pipe sprinkler equipment has 
brought about some new concepts 
of irrigation. Since sprinkler irri- 
gation is adaptable to most any 
topography and the rates and 
amounts of application can be 
quite well controlled, irrigation is 
no longer confined to the more 
level parts of ‘the western states 
The practice is gaining acceptance 
and is found to be profitable even 
in this region of high annual rain- 
fall. Many highly successful ex- 
periences with supplemental irri- 
gation for pastures and row crops 
can be cited throughout the South- 
east. 

The use of anhydrous ammonia, 
a nitrogen fertilizer in compressed 
vapor form, is increasing rapidly 
Its main advantage is low cost and 
ease of application. Tractor equip- 
ment is now available which de- 
livers the gas directly into the soil 
from a storage tank mounted on 
the tractor. Bulk stations and dis- 
tributors are being established 
throughout the region and a wide 
use of this material as a source of 
nitrogen is expected 

In heavier soils it is often diffi- 
cult to obtain uniform distribution 
of the gas. If the use of anhydrous 
ammonia is contemplated, the land 
should be plowed six inches deep 
Obstructions such as rocks and 
stumps should be removed. If 
properly instructed in the use of 
this equipment, tractor operators 
will experience no difficulties with 
the equipment. They should, how- 
ever, be instructed in the safety 
requirements and proper handling 
of the material and equipment. A 
container filled with water should 
be within easy reach of the op- 
erator when filling the tractor 
tank. Rubber gloves and goggles 
should be worn when making re- 
pairs or filling the tank. 
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to ease the tritita/ 
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It's a problem calling for the assistance 


of every thoughtful business man—now 
Unless the steel mills get more scrap 
furnaces may have to be shut down 
Shut down—at a time when our armed 
forces need more and more equipment 
when civilian demands for steel are greater 
than ever . . . when our economy is fight- 


ing desperately against inflation! 


regardless of the 


You Can Help. Yes 
business you're in . you're in the scrap 
business, too. 


If you're in the steel-fabricating bus 


iness, you have extra dormant scrap to be 


added to your production scrap. 

If you're in any other business, you 
surely have idle metal that will do you— 
and America more good being fed into 


furnaces than cluttering up your premises 


Write for Suggestions. The booklet 
shown here tells how to set up a Scrap 
Salvage Program with least amount of 
effort and minimum interference with your 
regular operation. It tells where to look for 
scrap what to do with it when you get it 


You are urged to send for the booklet 


obsolete machines 





now Use the coupon 
FACTS ABOUT SCRAP SALVAGE 
Steel production 1950 — 97,800,000 net tons 
Estimated capacity 1952 — 119,500,000 net tons 
Purchased 
scrap used * 

Estimated purchased 
scrop requirement * 1952 — 36,200,000 gross tons 
*All consumers 

Where will the 
from? Mostly 


1950 — 29,500,000 gross tons 


extra tonnage come 
from your dormant metal— 
and structures, tools, 


jigs, fixtures, gears, wheels, chains, track. 


NON FERROUS METAL NEEDED, TOO: 


This advertisement is 
a contribution, in the national interest, by 


SOUTHERN HARDWARE 


Advertising 


ment 
NAME 
COMPANY 
ADDRESS 


cry 
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Hammer Cory Henry : . 

vee Mfg. Cory 

Bros. Bolt Co 
emson Bros. In¢ 
eveland Chain & Mfg. Ce 
eveland Mills Company 
on Machine ¢ 

Corp 

Fuel & Iron Ce 
Sper Steel Division 
olumbian 
onsu 
ontine 
orning 
lone 


Fairbanks 
Farm and 
Farm Tools, In 
Federated Mutual In 
Insurance Co 
Fleming & Sons Ir 
Fietcher-Terry Co z 
Flint & Walling Mfe ean ity r t g ¢ Y 
Fort Dodge Tent and . 
Frabill Mfg. Co 7 ar f Industri lectr Ya 
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WML MLA 
? HEAT-HOUSER 


HEAT-HOUSER SIDE ENTRY er 


FOR FORD AND FERGUSON TYPE TRACTORS 


Another reason for specifying the GENUINE HEAT-HOUSER! 
A wide range of models insure a “fit for your customers. 
The Heat-Houser Side Entry Model is another addition and 
offers a choice of the regular model or special. The GEN- 
UINE HEAT-HOUSER, available for ROW CROP, LARGE 
STANDARD, SMALL STANDARD AND TRACK TYPE TRAC- 
TORS, features one package—one piece, heavy duty water- 
proof canvas—no holes to drill—easily installed—side wings 
and windshield, standard equipment—built-in tool pouch— 
controlled heat—quality workmanship and LOCALIZED SERV- 
ICE! Specify the GENUINE Heat-Houser for the finest. 


WRITE TODAY. 


Trade Mark Reg. 1 


For Extreme Weather 


THE HEAT-HOUSER CAB 


Attaches to regular HEAT-HOUSER 

and folds forward when not in use DISTRIBUTED BY 

Plenty of room and protection. An IMPLEMENT SALES COMPANY McNESS SALES COMPANY 
i . Ave. 340 W. Ol} A 

cca sole ih cach HEAEHOUE MOLECATUR. GEORGIA. MEMPHIS, TENNESSEE 








LANTZ 22:22% 


SIC LE | Only Lantz makes two bladed Ite 
coulters 
K ~ more trash than an ' 
Coulter ev 
RINDER roots that a stalk r~ fp he 
na s pat Fr ~ : 7 | 


~ Produc 
Every Lantz Co 
ings and two Nec 


. Sell it to farmers, ranchers, highway | 
and park maintenance men. | Coulter specialists—selection o 
| Sizes and types ‘ different 
. Do custom sickle grinding in your | ¢#t All-Purpose Couts 
. blade asser ulters Made. Dix 
sembly may be easily removed 


own shop. 


coulte e ere re 7 
t blade only in sod or where the 
trash problem Gives y gie-t A 
“ 8 single-biad 


It’s simple sturdy speedy and coulter second t 
> © none 


accurate. Grinds sickles from one to seven 
feet long. Grinds a uniform edge main Z The LANTZ 


tains proper bevel extends life of sickle KUTTER KOLTER 


Saves time and expense. Keeps sickles 

sharper ... means fesier grass and weed | ; a riginal two-bladed 
. oulter 14 yes 

cutting. Four years’ use has proved its meiben Gan year nm the 

t ' equipped 

value. with a 16”, 17” of i# 

coulter blade 

dise blade a Improved 

ONE MAN OPERATES IT. Grinds coming Proved in pling ® higher plowing speeds 
[ Plowing contests and by th 

and going. Spring-loaded table keeps of users y thousands 


sickle section against stone and accom | The NEW LANTZ 
Model B Coulter 


Grinder has mounting holes drilled to hang 
modates variation in angle between differ 
| - ™ has several engineering 


on wall or set on bench. Available with or 
It elect motor, or can be 
ptm to Agr Parra ences , ent types of sections. Two grinding stones 
refinements. It's lighter 


used with ', horsepower gasoline engine for | 
field work available ...22 and 17-degree angles | sepa 
«@ ut stronger; more casi 

ly installed and has 

greater adaptability to 


SELL these Lants leaders. We also manufacture the Lantz Original Flexible-Grappie 
plows with limited clear 
ance. Uses 16” and 17 


Hay Fork. Write for literature and dealer information 
blades Exclusive 


LANTZ MANUFACTURING COMPANY, Inc. 
Dept. T-901, Valparaiso, Indiana 


€FOS8s-OVver scissor action 
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| “DU-ALL” 


Riding 


Tractor ? 
FLEXIBILITY OF USE tis sne-rracte ni themetven, Numero tach 


ments help you to extra profits too, because they let Shaw Tractors seed, rake 
wood, 


harrow, disc, cultivate, mow, plow and do hundreds of other jobs quickly nw ¢ easily 
a a” a 7 
ECONOMY OF OPERATION. Pstnte, exclusive desizn assures, maximum DU-ALL” and “PEPPY PAL 
power and bulidozer traction. Heavy-duty, tested 
engines get the most from every pint of gasoline ... give customers more for every dollar Garden Tractors 4 
FINE QUALITY AT LOWEST COST, Sic of dosien, man SS 
r t t 

over 50 years farm equipment engineering uledices cae in cee ty “PEPPY- PAL’ 
dependable construction ...the kind your customers want. Easy to start, . 
easy to run ...a child can ‘operate any Shaw Tractor. 
Mew Saw Attachment Fells Trees, Cuts Weed and Weeds ? 

CHOICE OPENINGS FOR DEALERS PLOW 


Write for tree istermation 08 dealerships and distributorships ’ j ‘ HARROW 
SEED 


ay wr. CULTIVATE 
ied & Y “ay DISC 

at mow 

8 \' . _< 4 RAKE 
Je < > SAW 


SNOW-PLOW 
BULLDOZE 























MANUFACTURING CO. 





8312 Front Street, Galesburg, Kansas 








Each issue of SOUTHERN HARDWARE gives 
you many articles of immediate and lasting 
value. Here are just a few of the outstanding 
ones that have recently proven profitable to 


readers: 


Maintaining a Prospect List 

Farm Equipment Financing 

Controlling Trade-ins 

Selling Appliances to the Farm Market 


If you are not already getting the benefit of 
Oe this helpful reading—as a regular subscriber— 
send in your order today: $1.00 for one year, 


ONLY $265. $2.00 for three years. 


NEW WOODLOT WIZARD 
Also 4 HP and 7 HP Models ranging SOUTHERN HARDWARE 


LOM B A RD, As A ho d, Mase. 806 Peachtree St., N. E. Atlanta 5, Ga. 


98 SOUTHERN FARM EQUIPMENT Section for DECEMBER, 1951 

















Better farming, 
Better Business 


for You.. 


WISCONSIN ENGINE 
Rotary-Type OUTSIDE Magneto 


There is no “closed season” for farm power jobs. Whether 
pumping water for livestock, operating a feed mill, portable 
elevator, snow plow or power saw there's plenty of work 
; ad for Wisconsin Air-Cooled Engines. And all-season depend- 
Alwoys on the job = the 
could well be the tite fer this ability of these fine engines can be credited to such features 
picture of a Wisconsin-powered 
pump, monufoctured by Berkeley as high tension, rotary type magneto ignition as well as to 
Pump Compony 
a AIR-COOLING and heavy-duty construction throughout. 
The magneto is mounted on the OUTSIDE of every Wisconsin 
Engine for easy accessibility and quick servicing when needed. 
And because it operates as a complete, independent unit, you 
don't have to rely on an unrelated part of the engine for uni 





form, successful operation. And because it is completely weather- 
sealed, the user doesn't have to worry about ignition “shorts 
and shut-downs when operating outdoors. An Impulse Coupling 
provides a quick, hot spark for easy starting in any weather. 
The right kind of a magneto, in the right place, contributes its 
share to Most H.P. Hours of on-the-job service leading to 
BETTER FARMING for the customer and BETTER BUSINESS for 
you by making your selling job easier 


Corn moves fast, wagon to Get in touch with the nearest Wisconsin distributor if you are 
crib with o Wise 


ered Case elevotor not already an authorized Wisconsin Engine dealer and 


write for your copy of “Power Magic”. 


This Wisconsin powered snow 
plow, bwilt by Maxim Silen 
cer Company, is o winter-time 
necessity 


MOST 


ithouts <q WISCONSIN MOTOR CORPORATION 


© aay 3 World's Largest Builders of Heavy-Duty Air-Cooled Engines 
. = MILWAUKEE 46, WISCONSIN 
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Allis-Chalmers Salutes 
International Exchange 
Young People 
on The National 
Farm and Home Hour 


te 


Above: Everett Mitchell interviews a 
| Minnesota girl in Switzerland, 


| Below: A Farm Youth Exchange boy 
from Wisconsin gives a band with bay 
making in Norway. 





& ) - 
tars Oh rope UL A Wem W 
q 


“Stars of Hope . . .” This is the way 
Everett Mitchell describes young people 
of the International Farm Youth Ex- 
change project in a special Christmas 
message on The National Farm and 
Home Hour, December 22. 


To Allis-Chalmers dealers who have 
followed Mitchell’s firsthand overseas 
reports during the past weeks, this 
Christmas tribute summarizes one more 
chapter of unusual service to agricul- 
ture. 


Through National Farm and Home 
Hour microphones have come, first- 
hand, the reactions of American farm 
young people who went abroad to 
share the work and daily living on 
farms in many other countries. In ex- 
change, a similar group from other 


A: 
Co 


lands spent the summer on U, S. farms. 


“In a world weary of war and dis- 
trust,” says Mitchell, “these young 
people are showing by their example 
that peace and good will are possible 
through love and understanding.” The 
friendships they build are a dynamic 
answer to communist propaganda. 

Millions of radio listeners have been 
heartened by this proof that good will 
and understanding can grow in spite 
of international tension. 

A-C dealers can be proud that Allis- 
Chalmers’ own radio voice went over- 
seas to send the story back to millions 
of listeners. It links them to better liv- 
ing through renewed faith and hope— 
as well as to better living through 
power machinery. 


* THE NATIONAL FARM AND HOME HOUR 


A Service to Agriculture — Every Saturday ¢ Coverage of All Major Agricultural Events 
U.S. Dept. of Agriculture Headlines ¢ National Market Summary 
Whitey Berquist and the Homesteaders ¢ Farm and Home Quariet ¢ 173 NBC Stations 


LLIS-CHALMERS 


TRACTOR DIVISION 


MILWAUKEE 1, U.S.A 





MIRRO-MATIC 


Al-Xalatene a-Vacde)ohicl: 


@ That's one thing dealers are 
finding out, all across the country. 
MIRRO-MATIC moves! All it asks 
is display. The display band tells the 
basic story... “completely automatic.” a 





Women everywhere are “sold” on this t% MIRB Q-MATI C d 
remarkable coffee maker that perks in minutes, } : el 
changes automatically to low heat, and ne CLE 
keeps coffee drinking-hot till it’s poured. They 

like the way it works, they like the way it looks, 

and they /ove that low, low $12.95 price! 


z 
MIRRO aational advertising pre-sells ~~ 
= 


the women in your market. All they need to 
know is where to buy. Your windows and 

newspaper advertisements will tell them that. 
And you'll be turning merchandise into good 
cash profit, with every MIRRO-MATIC sale! 


Federal Tax Included 


ONLY q5 8-cup size with cord 


[sts%95] 
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here’s something 
IMPORTANT 
you don’t see! 


YOU SEE THE ‘‘CUT-OUT"’ DISCS IN THIS TAYLOR-WAY 
BUSH AND BOG HARROW BUT YOU DON'T SEE THOSE 
FOUR ‘‘CUT-OUT’’ CORNERS IN THE NEW 

INGERSOLL ‘CLOVER LEAF’’ CENTER HOLE 

They're mighty important to the Disc Operator 

This unique design on all Ingersoll Discs 

enables the disc to slip onto the arbor bolt more 

easily. It provides greater surface contact 

between bolt and hole, assuring tighter fit all 

around. But what's most important is that 

corner stress is greatly reduced. Small corner 


cracks and resulting fractures are eliminated 


Ingersoll Heat-Treated Discs, for many years 
standard equipment on America’s leading makes 
of implements, are now better than ever. They 
have the Clover Leaf Center Hole—for better 


fit, better service and more acres of work. 


Always specify Ingersoll Discs when you order 


replacement Discs from your Implement maker. 


INGERSOLL PRODUCTS DIVISION 


BORG-WARNER CORPORATION 
310 South Michigan Avenve 
Chicago 4, Ilinois 


*Trade mark, Ingersoll Products Dw 
Borg Warner Corp 


SPECIALISTS IN TILLAGE STEELS » WORLD'S LARGEST MANUFACTURER OF DISCS 
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